National 


Petroleum 
NEWS 22. soccer cc cee 





Public relations men go to school . . . . Smog stirs attack on oil 


BOIS BOGuY HV 
A McGRAW-HILL PUBLICATION iS tf N ETE 


THIRTY-FIVE CENTS #1 SMIIZOSOIN ALTISUSATAN 
™ SS uaa0d @ 3 





SWALSAS a" MiIM AS¥Id ‘s}deq seinseayw pue syybre,y, Aq peaordde 4 
rite ge. PEST: | ays ANg sellojelogey sieyiumiepuy Aq peaoidde 


S4WN4 ANNIOSWO aTIBOLOW OL 1SEIF 


‘be ‘vB ° “ONI “SWALSAS UALIW FN 


-97f worgeze — euongzpwor unoh aegym— porn 22 








‘MO1IOUIO} 10 Apo} peuljer feng Aue erpuey PIM j] 
‘Pepeeu sfor1juOo [eoLIjOele [eIOeds ON ‘siesuedsiq g 0} dn 
esndian seales duing eulqiny] euC ‘edulis st }1 se efqepuedep se 


NOQOUONIGNA 





st #t ‘eurqiny pebieurqns Fly A ey} ye YOoT ‘se}euryo je : ty, . Buredo 5 
ut HulAles OI SUOTPTTE}SUT [OIJUOD SJOWIEY AW OOS 104O e*4 Bb ete 
; 4 euIqany, 
wejshs ,ysnd, jeoyoeid ‘ejdunms e siezyo pue shnq,, pefzeurqng 
one ey} peyeuluje sey — souetledxe sieeh O[ sey FINA 4 

{ peeendo ) *[ONyz JO AjtTyeTOA IO eyeUTT[O jo sserpreb : : 4 
-e1 ‘yooy-10dea jo uoHeuTUTTS — solAies pojdnizejyutun jo 4 Sh 
eouPrINsse—I10j YOO] sisjoyieul sutjoseH usey yey} sebejyuea a1y 














“pe soueuriojied ere e109} ‘suleyshg JOI]UOD ejOWIeYy FWA 


sezeurto [Te ur Hurases 
jO uoyeredo puke uoyeTejsul jo Aulouoce wooly episy 


surezsig [O4FUOCH SPOUTS’ Stuy ONS 494O 


WILSAS w.HSMdy FHI P41L1 
- °° ppulblig ays asn 


punosb esoge 
eaTeA 42°4D 


jong apo, Ayub: 
= SPAY = #2°H 





Helping dealers to find the right man 


Have you heard about the new program to attract and keep better-quality men in serv 
ice-station jobs? 


It’s a new Ethy] service. 


Called Ethyl’s Recruiting and Training program, it will, we believe, be a valuable 
supplement to the work of individual oil companies, and the committees of the AP] 
and other associations which are concerned with this problem. Here, in brief, is the 
story. 

First, to get the complete national picture, we asked more than 4,500 dealers em- 
ploying more than 15,000 attendants to tell us about their personnel problems. Nearly 
all reported they had difficulties in recruiting, hiring and training their people. So much 


so, that nearly half of those hired left because they were “‘unsatisfactory,”’ and nearly 


Continued on next page) 





Helping dealers to find the right man 


Continued from preceding page) 


60°% of the men working as attendants had experience of only one year or less. 

So we sat down with vocational-guidance people and men from the petroleum indus- 
try and worked out our new R. T. (Recruiting and Training) program. 

We reasoned, after a good deal of study, that if more people knew of the fine oppor- 
tunities available in service-station employment, better men would be interested. So a 
film, booklets, and special kits were created to take this message to young men and 
their families. 

And to help bring these better recruits along, Ethyl’s dealer-training materials and 
services are being enlarged and streamlined. 

We hope this new Ethy] service can help your dealers build a better and more stable 
service-station sales force. Our prime objective is to help the industry in one of its 
more vulnerable areas: the front door of its business. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


WORTH NOTING 


One of the first demonstrations of the superiority 
of “Ethyl” gasoline occurred at the 1924 Indianapolis 
Memorial Day Race. Out of a field of twenty-one, the 
seven cars fueled with gasoline containing “Ethyl’’ 
antiknock compound won the first seven places. 


The portable lead-in-air analyzer, now con- 
sidered one of the petroleum industry’s 
most important safety tools, was developed 
and first produced by Ethyl Corporation. 


One teaspoon of “‘Ethyl”’ antiknock com- 
pound can raise a gallon of gasoline 
as much as 10 research octane numbers. 


Ethyl Service is backed by 31 years of antiknock experience 





The only new major 
oil-dock hose 


in a generation! 


The U. S. Amazon’ H"1515 weighs 
44 less than conventional dock hose! 


No more bothering with heavy, stiff hose that’s hard to handle and 
hoist. No more wasting 30 minutes or over in make-up time to a 
header (with dock charges running as high as $200 an hour or more). 
Get it done with U.S. Amazon H-1515 in 5 minutes. Four years of 
Navy service and up to three years’ use by every major oil company 
in America and in most foreign countries have proved conclusively 
that U.S. Amazon puts conventional oil-dock hose back into the 
horse-and-buggy age. 
Note these facts: 
@ No more delays from accidents caused by handling heavy hose and 
fittings. @ Weighs 2/3 less than conventional hose. End fittings also 
weigh 50% less. @ Flexibility? U.S. Amazon mye t has ie: 
rigid construction which remains undamaged by the folding and flatten- : , ; 
i encountered in ordinary hose use. e Oil companies, barge and The light weight of H-1515 makes it the only 
towing lines from coast to coast praise its economy and order more dock hose that should be used for hard-to- 
U.S. Amazon H-1515. Dock workers are outspoken in their praise, reach bunkering headers. Photo shows a 
and like to work with it. U.S. Amazon H-1515 is made by United States connection being made without the need for 
Rubber Company, and is sold through any of the 27 “U.S.” District a hoist. 
Sales Offices. Further information is obtainable by writing to 
address below. 


“U.S.” Research perfects it ...“U.S.” Production builds it... U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose + Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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paint-up clean-up center for GATX tank cars 


Forty tank cars can be serviced in this paint shop at one time. Every surface— 
interior and exterior—that can be painted, sprayed or brushed gets its protective 
covering here. After the car has gone through the mechanical department for 

necessary maintenance and repair work the important car reporting marks, advertising 
decoration and other stencilled information are applied. These surface finishes 
applied at the General American car repair shops increase the usefulness of the 47,000 
GATX tank cars and keep cars available for duty. 


To keep the fleet rolling, General American's more than 30 car repair shops work with 
the Engineering and Traffic departments to give shippers more dependable service for 


transporting liquids in bulk. 


Carrepairshops \G_ AT X<7 GENERAL AMERICAN TRANSPORTATION CORPORATION 
throughout the U.S.A. rte 135 South La Salle Street, Chicago 90, Illinois 
Offices in principal cities 
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Behind Our Headlines 


Robert*O. Law, assistant director of 
the University of Oklahoma Bureau 
of Business Research, prepared a re- 
port on oil products demand forecast- 
ing. Because it was pertinent and in- 
teresting, NPN did a story on it. 

Now Mr. Law is not a regular 
NPN reader, not being in the oil busi- 
ness. So he didn’t see the story when 
it appeared on Oct. 6. 

“A heavy increase in the volume of 
mail requesting copies of the report 

. led me to suspect that NPN has 
run (the story),” wrote Mr. Law. “I 
searched the library and discovered 

. the article.” 

Then Mr. Law commented, “Your 
writer did an excellent job, and we are 
pleased to have a report of our work 
appear in such an excellent publica- 
tion.” 

. 

At the Indiana jobbers’ meeting, 
NPN chatted with Arnold Jones, head 
of Everybody’s Oil Co., Anderson, Ind. 
A young jobber, Mr. Jones has taken 
over the business founded by his 
father. 

He disclosed that he was attempt- 
ing to set up his operation along the 
lines outlined in an NPN article about 
McKales Corp., on the West Coast. 

That article is proving of immense 
value, commented Mr. Jones. 

* 

This being NPN’s last appearance 
as a weekly, I'd like to call your at- 
tention to a special message on page 
17. 

—Herbert A. Yocom 
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Tri-Sure 
Closures 
protect 


the purity and quality of 


STAUFFER CHEMICALS 


N industry and agriculture, the name Stauffer signifies uniformity 
and top quality in chemicals. And to safeguard this quality—in 
drum shipments from many of their 38 plants throughout the country 
—the Stauffer Chemical Company insists on proved methods of 
protection in transit. 


As a result, drum shipments from Stauffer plants are protected by 
Tri-Sure* Closures—Tri-Sure Coated Flanges and Plugs for chemicals 
shipped in coated drums, and standard Tri-Sure Closures for other 
shipments. 


Tri-Sure’s exclusive assembly of Flange, Plug and Seal protects the 
contents from leakage, tampering and losses. And Tri-Sure’s superior 
method of coating flanges and plugs—seals off the contents from 
the metal of the fittings. 


Whether you use coated or uncoated containers, Tri-Sure Closures 
will assure the delivery of the exact quality and quantity you put 
into your drums. When you order drums, always specify “Tri- 
Sure Closures.” 


*The “Tri-Sure”” Trademark is a mark of reliability backed by over 30 years 
serving industry. It tells your customers that genuine Tri-Sure Flanges 
(inserted with genuine Tri-Sure dies), Plugs and Seals have been used. 





' Spraying lacquer on Tri-Sure Plugs 


Protect 
lined drums with 
Tri-Sure Coated 

Flanges and Plugs 


If you use lined or coated steel 
drums, properly coated Tri- 
Sure Flanges and Plugs will 
eliminate contact of your pro- 
duct with the metal of the 
fittings. Specify to your drum 
supplier Tri-Sure Flanges and 
Plugs, factory coated by us to 
the specification of the drum 
manufacturer. Coating is laid 
on evenly, and covers thread 
throughout. Forlined orcoated 
drums always specify Tri-Sure 
Coated Flanges and Plugs. 





alway city 


CLOSURES 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Spring Gasoline Prospects—aA large refiner says the 
generally gloomy outlook on the gasoline stocks picture for 
this winter is wrong. The gloom stems from a look at 
present national gasoline stocks: figures—some 11 million 
bbl. higher than last year—which some refiners say can 
only become worse as winter progresses. The optimistic 
refiner counters by pointing out that a 1% shift in yields 
on 7 million-b/d refinery runs during the five winter months 
ending April 1 would absorb this entire amount and actually 
put spring’s supplies on the short side. His figures: 7,000,- 
000 (b/d runs)x1%x150 (days) equals 10,500,000 bbl. A 
severe winter, he also says, could result in a shift of 4% 
to 5% in maximizing distillate yields. 


Tank Truck Study Revise—National Petroleum Coun- 
cil will update the report on tank truck transportation it 
made in January, 1952. It agreed to do so at the request of 
the Oil and Gas Division of the Interior Department. OGD 
Director Hugh A. Stewart feels there has been a large in- 
crease in truck equipment since NPC’s last study. Points 
to be considered: (1) the estimated increase that emergency 
Operating procedures could develop in tank truck capacity 
and (2) an estimate of private carrier semi-trailer tanks 
usable in over-the-road service. 


NOJC Bandwagon— ook for final word on whether the 
Oklahoma Oil Jobbers’ Assn. will be the newest member 
of the National Oil Jobbers Council to come from the 
former’s meeting several weeks from now. News of the 
Oklahoma move follows close on the heels of agreement 
by Mississippi jobbers Oct. 13 to join NOJC. Expected 
approval of Mississippi's membership at NOJC’s meeting 
next month in Chicago will bring state and regional jobber 
group enrollment to 28. 


Cost Accounting Need—The search for improved and 
standardized cost accounting methods continues and Chair- 
man Edward F. Howrey of the Federal Trade Commission 
hopes a special study being made by an advisory committee 
on cost justification will make a “significant” contribution 
in that regard. Howrey cites the need for adequate guides 
to cost justification as defense against price discrimination 
charges. He does not know when the committee will re- 
port on the problem. 


API Medalist—Wallace E. Pratt will receive the Ameri- 
can Petroleum Institute Gold Medal for 1954 at the Nov. 
10 general session of API’s 34th annual meeting, in Chi- 
cago. Pratt is an internationally-known geologist, author 
and publisher, and a former vice president and director of 
Standard Oil Co. (New Jersey). 
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Watch Those Inventories—Warning against “too much 
optimism” on oil stocks is sounded by Olin Culberson, of 
the Texas Railroad Commission. Unless steps are taken, 
he says, the oil industry will find itself in a serious situation 
on surplus stocks next spring. Substantial increases in 
production the rest of this year may cause inventory trouble 
later, he feels. He says that unless imports are reduced in 
proration to cut-backs in domestic allowables and refiners 
trim gasoline output, “an already distorted and excessive 
storage situation” will become worse during the next four 
months, and next spring will bring need for “further drastic 
action as concerns production allowables.” 


NOJC Succession—Choice of the National Oil Jobbers 
Council’s nominating committee as next chairman of NOJC 
is understood to be Vice Chairman John H. White of 
Hewitt Oil Co., Charleston, S. C. For vice chairman, the 
committee reportedly has settled on Clint Elliott of Elliott 
Oil Co., Pine Bluff, Ark. Election of Elliott to the No. 2 
post at NOJC’s Nov. 4-6 meeting in Chicago would put 
him in line for the chairmanship two years later. 


Easier Servicing Coming?—Advance peeks at some 
1955 model cars indicate a trend toward “opening up” 
engine compartments for easier servicing. Many models, 
however, persist in putting the oil filter in a spot where it 
can’t be serviced unless the car is on a lift. 


Stressing Sales Records—Union Oil Co. is more con- 
vinced than ever of the value of individual sales records for 
service station salesmen. It surveyed both dealer- and 
company-operated outlets and found the main advantages 
to be (1) increased sales, (2) stimulation of competition 
among salesmen, (3) help to the dealer in evaluating men 
and methods, (4) indication whether each man is selling his 
share of TBA, and (5) a basis for commission plans and 
contests. Against these were these disadvantages: (1) time 
required for extra bookkeeping, (2) possible low morale 
among “low men on totem pole,” and (3) chance that sales- 
men might use “forceful” selling to boost their own records 


Policy Committee Help—The President’s Fuels Policy 
Committee is planning to recommend, if necessary, a higher 
level at which the domestic mobilization base for oil, gas 
and coal should be held to assure ability to meet defense 
mobilization requirements. Arthur S. Flemming, mobiliza- 
tion director and chairman of the Cabinet Committee on 
Energy Supplies and Resources Policy, says the government 
“must and will be willing” to help industry prepare to con- 
tinue production in event of attack. 


For more Ahead of the News 
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Holmes Tire Co. makes good use of Miller’s sales-making display ma- 
terial. Here’s Holmes headquarters in Madison. A large Holmes Tire 


Co. warehouse is located two miles away. 


Here Frank J. Holmes, for many years one of America’s 
leading tire merchandisers, gets together with members 
of his family who are active in his business. Around him, 
leftto right, are George Holmes, Vice-Pres.; Jim Holmes, 
Asst. Sec’y; Ann Holmes, Sec’y; Will J. Holmes, Vice- 
Pres.; and Mrs. F. J. Holmes, Treasurer. 


Aldwin Donals, serviceman, puts another Miller Safety- 
Guard puncture-sealing Tubeless Tire on a customer's 
car to insure him maximum protection against blowouts, 
punctures and skids. 


“Tubeless Tire Sales *10,000@ per Month 


.-»Miller Franchise the best there is!” 


Those are Frank Holmes’ comments after 10 months 
of experience with Miller’s new Safety-Guard 
puncture-sealing Tubeless Tires. And coming trom 


SALES UP 25% 
INCE handling Miller Safety-Guard Imperials, 


passenger car tire sales of this 28 year old company 
have gone up 25% and Mr. Holmes attributes this in- 
crease entirely to Tubeless Tire activity. Mr. Holmes and 
his son, George E. Holmes, vice-president of Holmes 
Tire and Supply Co., report that customers are enthusi- 
astic about the permanent puncture seal and other safety 
features of this great new tire. 

Just listen to what Mr. Holmes says about Miller 
Tubeless Tires and the Miller Franchise, “Our sales of 
tubeless tires have averaged over $10,000 per month 
and profits have been more than satisfactory. The tire 
dealer without a tire like the Miller Safety-Guard Tube- 
less is missing a great opportunity for increased sales 
and plus profits. This fine tire rounds out the complete 
Miller line and in our opinion makes the Miller fran- 
chise the best there is. 


“We strongly urge tire distributors in other markets 
to listen to the-Miller story.” 


6 


Frank Holmes, they mean a lot, because this veteran 
Miller Distributor from Madison, Wisconsin, is a 
man who knows the tire business from bead to bead. 


WRITE FOR COMPLETE FACTS 


Get on the Miller puncture-sealing Tubeless Tire band- 
wagon now. Get set to make more money with the fran- 
chise that gives you the Safety-Guard Imperial plus a 
complete line of passenger car, truck and farm tires... 
a protected territory ... national area advertising . . . 
complete merchandising help. ..and many other profit- 
making advantages. For complete facts on the Miller 
high-profit Franchise, write Department NM-10 Miller 
Rubber Company, Akron, Ohio, a Division of The 
B. F. Goodrich Company. 
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Wrap-Around Wipers—Wipers that will go around the 
corner of wrap-around windshields will make their debut 
on some 1955 model cars. Buick will have them, and other 
cars are expected to follow before the end of 1955. 


Another Tubeless—A midwestern major oil company 
selling a private brand tire is getting limited deliveries of a 
new tubeless tire to be added to the line. The tires already 
are being marketed through some of the company’s sales 
divisions, but there will be no public announcement until 
the supply is adequate for all points. 


Forecasting in Evrope—Oil men in Europe have a 
growing interest in forecasting oil product demand. The 
University of Oklahoma has received requests from 
England, France and Italy for copies of its survey on oil 
company forecasting in this country, according to Robert 
O. Law, assistant director of the Bureau of Business Re- 
search at the university. The survey was summarized in 
NPN Oct. 6. 


Medical Plan Prospect— Indications are that a company- 
paid hospitalization-medical plan will be asked of Standard 
Stations, Inc., when its contract with the Western States 
Service Station Employes union (WSSSEU) comes up for 
renewal in January. Although the union’s policy-makers 
haven’t voted yet on what to seek from the 1,100-station 
Standard Oil Co. of California subsidiary, it appears that 
wage considerations will be subordinate to the medical 
demand. The contract reopening notice will be served by 
WSSSEU about Nov. 30. 


NPN Staff 


More About Texas Taxes—1he ground swell is growing 
for a boost in Texas’ gasoline taxes when the next state 
legislature meets. At least one state marketing group— 
Texas Oil Jobbers Assn.—is on record in favor of an in- 
crease, On condition the additional funds are used ex- 
clusively for roads. And several of the state’s larger news- 
papers have editorialized lately over the need for more 
road building funds, agreeing that a hike in the recent 4¢- 
a-gal. tax is the way to raise the money. 


PX and Congress—The National Oil Jobbers Council 
drive for legislation to put reasonable limitations on military 
post exchange service station operations probably will hit 
a snag next session if Democrats take over control of the 
House. Legislation would have to clear the Government 
Operations Committee, and Chicago’s Rep. William L. 
Dawson would be chairman. In the past, he always has 
leaned hard to the side of the PX stations, giving little 
attention to counter arguments. 


Add to Man-Hour Data—Tank truckers will join other 
Class I motor carriers in filing more complete data on 
man-hours for periods after Dec. 31, 1954. In an order 
that marks a victory for the trucking industry, the Inter- 
state Commerce Commission has called on carriers in that 
category to make quarterly and annual reports on total 
man-hours actually worked by drivers and _ helpers. 
Carriers now report only total man-hours paid for. The 
Teamsters union, particularly, fought addition of reports 
on actual working hours. But the truckers contended the 
amplification was necessary to give a true picture of in- 
dustry wage levels and counteract union bargaining with 
“incomplete statistics.” 
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Salespower DEPENDS ON 
Hivpower REY ON 


Wayne 


Compressors 


Hoists, lube equipment, air towers, spark plug cleaners, filter 
cleaners are all sales-builders that depend on a never failing 
air supply. Don’t “short-change” your sales efforts with inade- 
quate or failing airpower. Be sure it is “right” for your 
particular station’s requirements. Get Wayne Compressors 
“Station Engineered” to your equipment. 

You get all you pay for in a Wayne Air Compresser. Every 
one is sold on the basis of known efficiency in terms of 
useable air output—pre-tested and guaranteed. Designed, 
engineered and built in Wayne plants each compressor is 
“station-engineered”—you are assured of guaranteed air 
output for every job in shop or service station. 

Wayne Compressors are engineered to provide a better 
compressor in every way—cooler in operation, with lower 
power consumption, higher efficiency, lower maintenance 
costs and longer trouble-free life. To assure unfailing air- 
power in your station install a Wayne Compressor. Write for 
catalog of complete line. 


THE WAYNE PUMP COMPANY 
SALISBURY, MARYLAND . TORONTO, CANADA 


MODEL W-356-V 
Vertical Type 


MODEL W-6146-H 
Horizontal Type 


NATION WIDE 
SERVICE 




















STATION-ENGINEERED 
PRODUCTS 
include 


Complete line of 
single and double 
computing dispens- 
ing units, remote 
multi-pump systems, 
truck and bus high- 
gallonage pumps. 


AUTO HOISTS 


Single, double, and 
3-post types. Free- 
wheel, frame-hoist, 
or drive-on. Hydravu- 
lic operation (semi 
or full) for cars, 
trucks, buses. 


Retriever reels for 
air, water, oil, 
greases; Enclosed- 
type or open. In- 
stalled on wall, 
floor, ceiling or on 
an island. 


High boys, tank 
units, dispensers for 
oil, gasoline, kero- 
sene, alcohol, and 
greases. 








WASHINGTON 


FTC Shying from Probes of Price Wars 


The Federal Trade Commission 
seems to be avoiding the idea of in- 
vestigations of retail gasoline price 
wars. 

Recently a Pennsylvania retailer 
group came in with a blanket charge 
that suppliers and their wholesalers 
were violating practically every anti- 
trust law ever conceived. 

FTC listened politely but gave the 
Pennsylvanians no commitment. Later 
an FTC official checked the file and 
reported that “we haven't got a ‘live’ 
field investigation and there’s no 
record that we’ve had any for the past 
12 to 18 months.” 

The evidence all suggests that, un- 
less a really big price war flares, FTC 
isn’t interested in neighborhood brawls, 
which often are over before FTC can 
get its “cease and desist” investigation 
under way. 

Also, the Justice Department and 
the Senate Small Business Committee 
also are showing no eagerness to get 
involved with similar investigations. 
One big consideration: It isn’t good 
politics to bust up a situation that is 
putting money in the pockets of tax- 
paying (and voting) motorists. 


Trip May Be Off 


Sen. George W. (Moily) Malone 
(R., Nev.) may be deterred from a 
Caribbean-South American junket on 
oil and other minerals because of a 
personal friendship. 

The trade protectionist was 
scheduled to take his Interior subcom- 
mittee south on Nov. 5 for a five-week 
swing. But the Senate convenes in 
extraordinary session Nov. 8 to con- 
sider censure recommendations against 
Sen. Joseph R. McCarthy (R., Wis.). 
Malone is a close friend of McCarthy, 
and a Capitol source close to the 
Nevadan put it like this: “He wouldn't 
consider leaving until the vote is taken. 
He’s determined to stay around to 
offer whatever aid and comfort is 
possible.” 


What Will It Mean? 


The decision of the National Labor 
Relations Board that companies must 
bargain with unions on stock purchase 
plans has set some people to wonder- 
ing just how far the ruling might go. 

For example, if a company must 
bargain with a union over a plan 
already established, couldn’t a union 
demand that a company that doesn’t 
have such a plan adopt one? 

And could a union demand that a 
family-owned firm—such as an oil 
jobbership—issue stock so that its em- 
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ployes could have a stock purchase 
plan? 

Maybe these points sound far- 
fetched but so did the original Oil 
Workers International Union (CIO) 
demand that Richfield Oil Co. bargain 
with it over the stock purchase plan 
the company had set up on its own. 

Anyhow, even if the courts uphold 
the current NLRB ruling, it should be 
borne in mind that, while it would re- 
quire the firm to bargain with OWIU 
on stock purchase issues, it by no 
means would require the company to 
agree to the union’s terms. In other 
words, the company could still say 
“no” to any union “suggestions.” 


A Temper Saver 


Also in the labor field comes this 
sensible suggestion from William P. 
McCoy, director of the Federal Media- 
tion and Conciliation Service: Why not 
have a disinterested third person sit- 
ting in on the bargaining sessions from 
the beginning instead of waiting until 
negotiations have broken down? 

In most bargaining situations, each 
side spars with the other without get- 
ting down to real issues until the dead- 
line is reached. By then they have all 
gotten hot under the collar and very 
likely to have become somewhat un- 
reasonable. 


New Chairman? 


Oil observers hereabouts were less 
than delighted to hear that Sen. James 
E. Murray (D., Mont.) has his eye on 
the chairmanship of the Senate In- 
terior Committee. 

Murray’s getting the job depends 
on two contingencies: 1. His own re- 
election, which seems likely; 2. Demo- 
crats wresting control of the Senate 
from Republicans. 

Murray is senior Democrat on both 
the Interior and Labor committees and 
could have his choice. Montana 
politics apparently dictated his stated 
preference for Interior. His state has 
a large interest in public land and 
power policies. 

One industry man summed up 
Murray like this: “He always seems to 
vote against us.” Another said: “He’s 
no great friend of ours, but we don’t 
consider him an implacable foe, either.” 

Chairmanships of the Senate and 
House Interior Committee will bear 
increased significance because of the 
likelihood that they will ride herd on 
most of the recommendations that the 
White House comes up with next year 
on energy resources policy. 


—NPN Washington Staff 
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NPN PRICE AVERAGES“ 
Refinery /Terminal 


(¢ per gal.) 
Oct. 

22 24 
1954 1954 


Gasoline 11.24 11.46 
Kerosine 10.38 10.25 
Distillate 8.87 8.77 
Residual 4.00 3.93 
4 principal 

products 8.67 8.74 
Lube oil 16.22 16.30 
Crude at 


well ($ 
per bbl.) 2.81 2.81 


*Weighted average price, prin- 
cipal markets. 


Week Ended Week Ended § Week Ended 
Sian WEEKLY PETROLEUM STATISTICS (apn Oct. 15, 1954 Sept. 17, 1954 Oct. 16, 1953 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) ..__. 150,928 151,787 140,618 
Distillate fuel oil (thous. bbl.) .. . 133,128 124,021 130,651 
Kerosine (thous. bbl.) 38,796 37,644 37,164 
Residual fuel oil (thous. bbl.) 56,184 57,268 53,103 
Crude oil—B. of M., 1 day earlier (thous. bbl.) ... . 271,061 272,695 287,831 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) . 6,765 6,969 6,866 
Foreign crude included (thous. bbl. daily) 642 658 669 
% of refinery capacity operated __.. 82.0 84.5 88.7 
Refinery Output 
Gasoline (thous. bbl.) ...... ; 23,095 23,852 23,717 
Kerosine (thous. bbl.) . . Fete wwe iy eae ata 2,278 2,313 2,569 
Distillate fuel oil (thous. bbl.) . eRwiaigdd ohne 10,163 10,047 10,351 
Residual fuel oil (thous. bbl.) 7,531 7,707 8,263 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 6,100 6,103 6,221 
Crude oil imports (thous. bbl. daily) _... 524 584 649 


EXD MONTHLY MARKET TRENDS Latest Month 


Petroleum products in secondary storage (thous. bbl.) 52,719 (Aug.) 
Exports of crude and refined products (thous. bbl.) . . 11,516 (July) 
Average station gasoline price, ex tax (¢ per gal.) 21.32 (Oct.) 
*Gasoline consumption (million gal.) AE ars 4,573 (July) 
Service station building permits (number) en 604 (June) 
Passenger cars—domestic shipments (thous.) 431 (Aug.) 
Trucks and buses—domestic shipments (thous.) 61 (Aug.) 
Automotive replacement tire shipments ‘(thous.) 5,429 (Aug.) 
Replacement battery shipments (thous.) nae 2,287 (July) 
Oil burner shipments (thous.) 5 ae tow 3 65 (July) 
*Excludes Oklahoma and Rhode Island. 
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SUPPLY AND DEMAND: 


Kerosine Hits High—Primary stocks 
of kerosine rose 316,000 bbl. in 
the week ended Oct. 15 to set a 
record for the fifth consecutive 
week. Refinery runs gained moder- 
ately, while refinery output of kero- . 
sine and residual fuel oil were up. Government 
Output of gasoline and distillate 'e ull 
fuel oil declined. Primary gasoline -ontract.... 
stocks were down, but stocks of all 
other major products rose. Distil- 
late stocks, at 2.5 million bbl., were ; 
1.9% above a year ago. ...or Your 








Ir Your 






Texas Allowables Up—Texas Rail- 
road Commission has set the No- 
vember Texas crude oil allowable 
at 2,864,749 b/d, up 64,300 b/d 
from the Oct. 16 quotas. All wit- 
nesses favored a 15-day proration 
pattern, except Joe Ownes of Sun 
Oil, who said his company needed 





Regular Product Requires 


MANUALS 














a 16-day schedule. His request was vipadhanthlie 
denied. f. © SERVICE 
+ 

August Imports Slip—U.S. imports ~abengea 
of crude oil and products in Au- @ PARTS CATALOG 
gust were down slightly from the @ TRAINING 
previous month, dripping 7,000 b/d ‘ 
to 980,000 b/d. But they were up 7 
sharply compared with the 888,000- g Whether you need o: 
b/d total in August last year. Crude j a set of 


oil imports accounted for 660,000 ; and illustr 
b/d of the total. 






* 
ol a 


Jet Demand Increase—Air Force 
requirements for jet fuels will rise 
to 324,000 b/d in fiscal 1960, say 
military experts, almost double the ' 
117,000 b/d needed in fiscal 1954. mus SO prove 
Aviation gasoline gain for the same > Technical Wr 
period is expected to be much : a 
smaller—from 276,000 b/d in 1954 
to 302,000 b/d. 


sya 


pee EE 











imports Plunge—U.S. crude oil and Technical knowledge and 
products imports for the week | writing skill are the 
ended Oct. 15 tumbled 459,500 b/d 
from the previous week. East of 
California imports fell 463,500 b/d, 
while California imports were up 
4,000 b/d. Figures include 75,600 
b/d to cover non-reporting com- 
panies, all east of California. Rate 
Provision 16 (military and other 
government agency) receipts are 
not included. 





Keynotes of ir service 





TECHNICAL WRITING SERVICE 
McGraw-Hill Book Company, Inc. 
330 West 42nd Street ay 
New York 36, New York 


5 
Write or Phone 





‘Gas’ Use Listed — Florida, with 
11.3%, posted the largest increase ‘ 
of 17 states in American Petroleum 
Institute’s report of gasoline con- 
sumption estimates. Next in line was | 
Rhode Island, with an 8.7%. | 
gain. Largest decrease was in Wyo- 
ming (6%), followed by the dis- 

| 
| 
| 












24 








Tel: LOngacre 4-3000 


trict of Columbia, where consump- 
tion was off 5.3% 
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Across Chirty Centuries 
comes this 


Modern 
Home Comfort 


SOLAR HEAT 


heating oil 


a8 


’ + 
~ = 
WY 34>: 








Among some of the very earliest of prehistoric peoples of 
whom there are any records, a few had discovered the 
inflammability of a brownish liquid floating on 

water pools and streams. 

It remained, however, for the Chinese—according 
to their legendary songs and stories—to discover 
where and how petroleum might be collected and put 
to use as a source of light and heat. Sometime about 3000 
B.C. this idea for the use of one of the earth’s great 
treasures was presented to the emperor of ancient China. 
And though he may have praised the discoverers for 
their brilliant achievement, even he could little 
guess its significance for the far distant future. 

Not until 1922 did the idea of oil heat begin its great 
advance and expansion; yet today, more than 10 million 
American homes enjoy the clean heat and abundant comfort 
of oil. Of these, more than one million depend upon Gulf 
Solar Heat—“The World’s Finest Heating Oil.” 


GULF OIL CORPORATION 
GULF REFINING COMPANY 
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Rogers Murdock 


SPLIT DECISION by the National Labor Relations Board 
(above) that Richfield Oil Corp. must bargain with Oil Workers 
International Union, CIO, on its employe stock purchase plan 
raised another question: “How far does OWIU bargaining power 


Peterson Beeson 


Appeals. NLRB chairman Guy Farmer and members Ivar H. 
Peterson and Philip Ray Rogers signed the majority opinion. 
Albert C. Beeson dissented and Abe Murdock did not par- 
ticipate. To speed action, NLRB by-passed its trial examiner 


go?” which Richfield plans to carry to the U. S. Court of 


and heard the case directly 


NLRB Rules Against Richfield on Stock Plan 


In the first such case, the National Labor Relations Board, by a 
split (3 to 1) decision, has ordered companies to bargain with unions 


on employe stock purchase plans. 


Specifically, last week’s ruling was against the Richfield Oil Corp. 


of Los Angeles, which has re- 
fused to bargain on the plan with 
the Oil Workers International 
Union, CIO. 

In addition to stating that employe 
stock purchase plans are a “proper 
subject” for collective bargaining, 
NLRB directed Richfield to: 

e Post appropriate compliance no- 
tices. 

e Notify the regional NLRB di- 
rector within 10 days as to steps it 
has taken to comply with the ruling. 

Voting in the majority were Guy 
Farmer, chairman, Ivar H. Peterson 
and Philip Ray Rogers. Albert C. 
Beeson dissented. Abe Murdock, fifth 
member of the board, did not take 
part in the decision. 


REACTION 


Company—Latest word from Rich- 
field is that, for the time being, it 
contemplates no change in its plan. 
The company’s attitude is that the 
plan’s fate may hinge on what lim- 
itations the courts place on OWIU’s 
bargaining power. 

Therefore it is seeking an early 
legal determination from the U. S. 
Court of Appeals, Washington. 


is —Came 


Union—O. A. (“Jack”) Knight, 
OWIU president, said he was “pleased 
NLRB has confirmed that employes, 
through their unions, have a right to 
bargain on terms of employe stock 
purchase plans. 

“We do not consider this a new 
gain,” he added, “but rather a re- 
confirming of a basic bargaining right 
we have had for many years and 
which we have exercised on many 
occasions with many employers.” 

Knight said the union “sees no 
point” in discussing shortcomings of 
the Richfield plan in public “but will 
attempt to keep our bargaining be- 
tween ourselves and the company. 

“Shortcomings,” he continued, “are 
not a major point of concern in the 
case. The issue revolves around the 
question of whether a company can 
unilaterally lay down such plans in- 
volving the employe’s own money and 
company compensation of employes. 


THE CASE 


OWIU had maintained, in briefs 
filed with the NLRB, that the stock 
purchase plan: 


within meaning of 
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Industry Reaction 


What do others in the oil 
industry think of the NLRB 
decision in the Richfield Oil 
Corp. case? 

Here’s what one major-com- 
pany attorney, specializing on 
industrial relations matters, said: 

“We don’t like it (the majority 
decision), but we expected it. 
If Richfield fights it, as it has 
indicated it will, it may perform 
a service for the industry; the 
court may give Richfield a little 
break. 

“But I still think it'll have to 
bargain, because the cards are 
stacked against it.” 

Another major-company attor- 
ney said the majority decision is 
“probably the right decision on 
the facts that existed in the 
Richfield case.” 

It does not mean, however, he 
said, that a company not having 
a stock purchase plan will have 
to bargain with a union about 
installing such a plan. There- 
fore, he added, it “could very 
well” have the effect of dis- 
couraging the establishment of 
stock purchase plans. 











THE INDUSTRY 


“wages” and “other conditions of 
employment” as used in Labor Man- 
agement Relations Act. 

—Contained certain “inadequacies 
and inequities,” and was not as good 
as plans offered by other companies. 

Richfield objected, saying such 
union views would: 

—Place all employers under com- 
plusion to withhold such offers, to 
withdraw such offers already made, 
and to resist all demands for establish- 
ment of stock purchase plans. 

—Extend complusory bargaining 
“far beyond” the original intent of 
Congress. 

—Place union representatives on 
“both sides of the bargaining table.” 








Who's Who on Board 


Guy Farmer, chairman—Top flight 
attorney who served as NLRB associ- 
ate general counsel during World War 
II. Since return to board on top post 
last July, he has started sweeping 
policy changes away from “old board” 
rulings. Getting high praise from 
businessmen who believe that Taft- 
Hartley Act being handled sympa- 
thetically by “Farmer team.” 

Philip Ray Rogers—Protege of late 
Sen. Robert A. Taft, with whom he 
worked as chief clerk of Senate Labor 
Committee in GOP-dominated 80th 
Congress. Ardent Republican, now 
on campaign to rid board of Truman 
holdovers from general counsel on 
down. An attorney, he sees eye-to- 
eye with Farmer on nearly all issues. 

Albert C. Beeson—Only non-lawyer 
on board. Chosen for labor relations 
background at plant level. Came from 
Food Machinery and Chemical Corp., 
where he negotiated contracts for com- 
pany’s 42 plants. Joined board as 
“swing man,” will break tie votes of 
others. Probably will vote with 
Farmer more often than not. 

Abe Murdock—Only Democrat on 
board. Former New Deal Senator 
from Utah. Was considered one of 
conservative members as Truman 
appointee, now tabbed as most liberal 
of new board because of his dissents 
from Farmer-led rulings. As con- 
servative of old board, he also dis- 
sented in a majority of decisions it 
handed down. 

Ivar H. Peterson—A political In- 
dependent like his former boss, Sen. 
Wayne Morse (Ore.), whom he left to 
join board in 1952. Although he fre- 
quently votes with majority, he often 
gets there by a different road. More 
“in the middle” than other members. 
Had previous NLRB experience as 
assistant general counsel in 1946. 
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In addition, Richfield contended 
that if it was forced to bargain on 
stock purchase plans, it may also be 
forced to bargain on “how such em- 
ploye-owned stock should be voted.” 


STOCK PURCHASE PLAN 


Richfield’s stock purchase plan went 
into effect July 1, 1953. It was ac- 
cepted by five unions but rejected by 
the OWIU. Participation is voluntary 
and open to each regular employe 
meeting age and service requirements. 

Employes contribute by payroll de- 
ductions of not less than $5 per month 
nor more than 5% of their earnings. 
The company establishes a trust fund 
for each employe and makes monthly 
contributions equal to 50% of an 
employe’s contribution. In addition, 
each year the company contributes 
an amount based on the ratio of its 
profits to invested capital, making it 
possible for the company contribu- 
tion to equal 75% of employe’s pay- 
ments. 

An employe may withdraw his 
own contribution and his earnings 
at any time. 

An employe who leaves the com- 
pany before he has been in the plan 
five years receives only his own 
contribution and its earnings, nothing 
of the trust fund principal. Those 
leaving the company after five years’ 
participation receive their own con- 
tributions, trust fund earnings, and 
a percentage of the trust fund. This 
percentage can go up to 100% if 
the employe has been in the plan 10 
or more years. 


THE DECISION 


Majority View—The majority held, 
in part, that the “Tssue is not whether 
ownership and control are . . . mat- 
ters of compulsory collective bar- 
gaining, but whether bargaining is 
required with respect to a stock pur- 
chase plan, which provides for wage 
benefits in the form of stock, when 
it appears that such bargaining may 
have an incidental effect upon aspects 
of what the respondent (Richfield) 
refers to as ownership and control 
or the rights of an employer. 

“To the extent,” the majority con- 
tinued, “that such compulsory bargain- 
ing infringes upon the reasserted right 
of an employer to dispose of his 
property and run his business as ‘he 
sees fit, that interference . . . is not 
decisively distinguishable from such 
intrusions in management affairs as 
occur whenever an employer fulfills 
his statutory obligation to bargain 
collectively.” 

Dissent—Beeson, in his dissenting 
opinion, maintained that courts may 


have held that retirement and pension 
plans, etc., “which guarantee to the 
employes definite immediate or future 
benefits” are within the scope of col- 
lective bargaining, but that stock pen- 
sion plans could not be so considered. 


Plymouth Advances Tip 
On Servicing New Cars 


Plymouth Division of Chrysler 
Corp. last week initiated an informa- 
tion service oil marketers hope will 
be adopted by other auto companies. 
It mailed complete service informa- 
tion on 1955 Plymouths to more than 
200,000 service stations throughout 
the country. 

Coming a month in advance of the 
public showing of 1955 Plymouths, 
this marks the first time an auto com- 
pany has released information of this 
type to oil marketers or station opera- 
tors so far ahead of actual introduc- 
tion of new models. 


The division retail manager of one 
oil company said Plymouth should be 
“congratulated for pioneering such a 
service,” and expressed the hope that 
others would follow suit. 

Plymouth’s folder opens into a 
wall-type lubrication chart showing 
engine and chassis with lubrication 
recommendations. Another section 
carries photographs of various service 
points to show location and how each 
is to be handled. 


Husky Oil Purchases 
H. Earl Clack Co. 


The H. Earl Clack Co., largest Inde- 
pendent jobber in the Eastern Wash- 
ington-Idaho-Montana area, has been 
acquired by the Husky Oil Co., Cody, 
Wyo. 

H. Earl Clack, formerly president, 
becomes chairman of the board of 
Clack and a member of the Husky 
board. W. Turner Clack, his son, be- 
comes president of Earl Clack, Inc., 
the new name. The Clack interests ac- 
quired “a very large” block of Husky 
stock. 

Purchase price was not disclosed, 
but sources close to both companies 
said it involved several million dollars. 
In acquiring all the physical assets of 
Clack, Husky obtained 60 bulk plants, 
between 130 and 140 service stations 
and interest in The Yellowstone Pipe 
Line. The transaction becomes effec- 
tive Dec. 1. 


The policy of the Clack Company 
will remain unchanged and its brand 
name will continue to be used, the 
Clacks said. 
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Sohio Bids Low in 


Standard Oil Co. (Ohic) may 
not be represented on the Ohio Location® 
Turnpike because its bids — MR SOE RE. 
purposely low—are far below (cents per gal. royalty) 
the Ohio Turnpike Commis- ~ nage | Petroleum <i 56355 «52 =. 
sion’s “suggested” 6¢ per gal. ee Oil a aa6 eA ceeokene 
royalty on motor fuel. Este Oil or > y or: 

Bidding on all eight dual service Texas Co. 5.41 08 6.57 6.9 
station locations, Sohio’s offers range _— Cities Service 3.01 it 476 461 
from 2.64¢ per gal. to 3.15¢ per gal. ro pe gee 7 3 4. “4 a 
Bids from the 16 other companies Shell Oil 6.26 6.44 622 6.57 6.52 
averaged 6.3¢ per gal. royalty. Ohio Oil _ — 30 

The bids may be acted upon at the Oil City Refiners Inc. 
next OTC meeting Nov. 14. Se a 1 

Explanation —Sohio explained its Atlantic | _ ... 432 5.35 423 5.73 
action through A. A. Stambaugh, Ashland Oil 3.55 - 3.55 -- 3.55 
board chairman, who said: Red Head Oil par mal, Sema ake 

“We're not going to eat 5¢ per gal. a iy dee 

going to e per g 
just to get a position on the Ohio Turn- 


Rap at Turnpike Policy 





biti 


Ne o 
Re 


Sun Oil ; 3.66 3.66 3. 3.66 3.66 3. 3. 
Sohio_ . 204 232 2@: 2.99 2.92 3. 3.12 
pike. It wouldn’t be fair to our stock- 
holders, to our jobbers or to our 
dealers.” 

He added that Sohio’s bid was made 
on an “economic and realistic basis, 
one which would allow turnpike out- 
lets to be operated at a profit.” 

Stambaugh maintained that Sohio 
was not arguing with the commission 
over what it thinks should be a fair 
bid. Nor is Sohio criticizing the 
actions of other oil companies, he 
said. 

Time for Action—The board chair- 
man said that Sohio believes it is 
about time for the oil industry to take 
a firm stand on bidding on toll road 
outlets. And it is letting its current 
bid speak for itself. 

Although it realized its bids would 
not be high enough, Sohio submitted 
them anyway. It figured that if no 
move was made by the market leader 
in the state, it would look as if it 
silently condoned the bids of other 
companies. 

By its action, Sohio joins two other 
major marketers, Socony-Vacuum and 
Sun Oil, in opposing current toll road 
bidding practices (NPN Oct. 20, p. 16; 
Oct. 6, p. 15; Sept. 29, p. 19). In their 
Ohio bids, Socony offered a flat 3.99¢ 
per gal. royalty; Sun offered 3.66¢ per 
gal. 

Four of the 17 bidders were inde- 
pendents, with only Red Head Oil 
coming near the higher bids offered. 

Comparison— Major Gen. Robert S. 
Beightler, executive director of the 
turnpike commission, said the average 
income to the commission on the basis 
of bids submitted is 6.63¢ per gal. 
compared to the average of 7.15¢ on 
the New York Throughway, 7.51¢ in 
Indiana; 5.56¢ in New Jersey; 5.01¢ 
in West Virginia; 2.76¢ on the western 


*Location: 1, Mahoning County; 2, Portage; 3, Cuyahoga; 4, Lorain; 5, Sandusky; 6, 


dusky; 7, Lucas; 8, Williams. 


so 
'_= 


yr 
& 





end of the Pennsylvania Turnpike and 
1.03¢ on the eastern end of the same 
road. 

In asking for bids, the commission 
stipulated that no company could lease 
more than two dual service stations— 
four single stations—and that adjacent 
station could not be operated by the 
same company. 

It also said that successful bidders 
must install storage tanks and gaso- 
line pumps on the five islands each 
station will have. Prices for gaso- 
line and other products may not 
be higher than those posted in com- 
pany-owned and company-Ooperated 
stations in the vicinity. Exceptions, 
however, would be made, the com- 
mission said, in the event of a price 
war. 


Socony Sells Refinery 


Socony-Vacuum’s 6,500-b/d_re- 
finery at Olean, N. Y., has been sold 
to C. J. Simpson of Dallas, Tex., 
owner of a drilling company, and will 
be dismantled. Some of the equip- 
ment will be shipped to Cuba, where 
Simpson has oil interests. 

The property includes 112 acres, 
and some of the buildings will be 
offered for sale for industrial use. 
Simpson’s representative at Olean will 
be Jay F. Steele, president of Pesco, 
Inc., Pittsburgh. 

Socony’s 78-year-old refinery had 
been for sale since May, when Socony 
said Olean would close when the new 
Ferndale, Wash. refinery went on 
stream. 
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GSA Authorizes Oil Bid 
In ‘Buy American’ Test 


General Services Administration has 
agreed to consider a bid involving 
foreign oil from Standard Oil Co. of 
California, in the first test of the Buy- 
American Act. 

GSA held that Standard made a 
“responsive” bid for government non- 
military bulk gasoline contracts in 
three western states. The question of 
Standard of California’s eligibility 
arose from GSA’s recent decision that 
the Buy-American act applies to oil 
products to delivery to government 
nonmilitary accounts in all but the 
eastern states. 

Standard’s bid form stated the 
product would be refined from 75% 
domestic and 25% foreign crude. 
Standard later upped the ratio of do- 
mestic to foreign crude, GSA said, 
and the bid was accepted on the basis 
of runs including about 83% domes- 
tic. 

An Official stressed that this finding 
represents no binding policy. “It is 
only for this one transaction. Each 
case will be handled separately as it 
arises.” 

The decision only established Stand- 
ard’s eligibility for consideration. Ac- 
tual awards will be made later. 

Meanwhile, GSA Administrator 
Edmund F. Mansure rejected a re- 
quest by Independent Petroleum Assn. 
of America for further conferences on 
exemption of eastern states from the 
rule. IPPA says the exemption is “en- 
tirely inconsistent.” 
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Court Hears More Witnesses in Sun Trial 


The Justice Department is marching a small army of witnesses 
past Judge J. Cullen Ganey, in U. S. District Court, Philadelphia, in 
an attempt to nail down its “exclusive dealing” charges against Sun 


Oil Co. 

Early last week, the govern- 
ment introduced Sun files into 
the record. Documents and let- 
ters between Sun officials and 
personnel purported to show the 
company’s method of operation 
when dealers bucked exclusive 
dealing clauses in contracts. 

George W. Wise, special assistant 
to the attorney general, who is han- 
dling prosecution, also introduced 
into evidence more than 60 of the 
company’s contracts, all containing 
“restrictive provision” clauses. “This 
is a proof of all contract forms of 
Sun Oil from 1928 to 1936,” said 
Wise. “I am doing this to show the 
materiality of the contract in our 
case.” 


THE WITNESSES 


Then the parade of government 
witnesses resumed. Here is what they 
said: 

Dealer Herman Phillips, operator 
of a service station at Doylestown, 
Pa., in 1926, started with the Atlantic, 
Gulf and Richfield brands. He took 
on a third-grade gasoline when he 
signed with Sun in 1933. 

Phillips: “When the Sun man told 
me to stop buying third-grade ‘gas’ 
or they would pull out their pumps, 
I did as I was ordered. In 1937, when 
I signed another contract with Sun, 
I was told to stop using other brands 
of ‘gas.’ When I refused, Sun pulled 
out their equipment.” 

Judge Ganey: “From 1937 to 1939, 
did Sun object to your using other 
brands?” 

Phillips: “Yes. They were after me 
continually to do so (drop other 
brands). They finally pulled out their 
pumps in 1939.” 

Under cross-examination by Chief 
Defense Counsel Joseph W. Hender- 
son, Phillips testified he complained 
to the government about Sun’s tactics 
and said an FBI agent took two 
statements from him. 

Dealer E. A. Murray, operator of 
a station at Elverson, Pa., took on 
Sun gasoline in 1946, then was or- 
dered by a Sun salesman to go 100% 
or Sun would take out its equipment. 

“The Sun salesman didn’t know 
I owned the station and all equip- 
ment. When I refused to do as or- 
dered, I got a letter of cancellation 
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from Mr. Edmonds, Sun _ district 
manager from Reading, Pa.” 

Under cross-examination, Murray 
said, “Sun did not coerce me or 
force me to keep Sun gasoline, but 
said the sales of Sun gasoline at the 
station were below minimum con- 
tractual requirements and Sun found 
it ‘uneconomical’ to operate .the sta- 
tion.” 

Dealer J. W. Savage, dealer at 
Schillington, Pa., told the court: 

“I entered into contract with Sun 
in 1947 and a few weeks later a 
Sun salesman told me to go undi- 
vided or they’d take out their gaso- 
line. When I refused, Sun bought a 
tract of land three blocks from me 
with the intention to put a station 
there if I didn’t go Sun all the way. 

“I was paying 0.5¢ back from 1947 
to 1949, they told me it was a mis- 
take of the accounting department 
and I'd get it back. When I still didn’t 
get the money back, the Sun salesman 
said it was for additional cost of 
transportation because Sun made two 
visits a week due to the small size 
of my tanks.” 

Under cross-examination, Savage 
said his attorney had filed a treble 
damage suit against Sun under the 
Robinson-Patman Act. 

Dealer R. W. Kloass, East Strouds- 
burg, Pa., joined Sun in 1930 and 
put in third-grade gasoline two years 
later. 

“The Sun Oil representative told me 
I had to remove Pocono gasoline (the 
third-grade) or Sun would pull out 
its equipment. Later that year, the 
company stopped selling me Sun 
gasoline.” 

Kloass said Sun resumed selling 
him gasoline in 1936 when he signed 
an “exclusive dealing” contract with 
the company. 

“It was the only way I could get 
back my Sun contract. I eliminated 
five brands of gasoline to get Sun 
back again.” 

Kloass admitted during cross-ex- 
amination that the agreement re- 
quired him to buy only a minimum 
of 3,000 gal. of Sun gasoline a month. 

Henderson (defense counsel): “Isn’t 
it a fact that you didn’t meet the 
minimum as to amount and that’s why 
your contract was cancelled?” 

Kloass: “That’s not true. I sold at 





The Government Charges 


The Department of Justice 
charges (see Oct. 20 NPN, p. 
13) that Sun: 

e Required dealers to deal 
exclusively with it and avoid 
competitors after the exclusive 
feature had been eliminated 
from Sun contracts in 1936. 

e Required a minimum ratio 
of oil purchases with gasoline 
purchases. 

e Held a 30-day contract 
cancellation clause over its 
dealers to force compliance 
with its “exclusive dealing” ar- 
rangement. (Sun says this clause 
was eliminated from contracts 
after 1937.) 

e Established a price differ- 
ential favoring dealers who co- 
operated. 











least 36,000 gal. of gas a year be- 
tween 1930 and 1935.” 

Kloass said Sun cancelled his con- 
tract in 1938 and that he never com- 
plained to the government of the 
company’s practices. He said the 
Sun contract was ended on friendly 
terms and later he got an undivided 
contract with Esso. 

As the trial progressed last week, 
Wise produced a letter from a Sun 
Oil regional inspector to the com- 
pany’s Officials “recommending can- 
cellation of accounts” of some station 
dealers. 

The letter (from F. C. Reynolds) 
brought this reaction from C. Aplin 
Spark, regional sales manager: 

“This inspector was an enthusias- 
tic young man who took his job too 
seriously. The letter created interest 
and amusement at the Sun office. 
In 1,500 reports, that’s the only letter 
we got from an inspector.” 

Henderson charged the letter “was 
not in the ordinary course of the 
man’s business. It had no authority 

. was only gratuitous information 

. was not within the scope of the 
inspector’s authority.” 

More to Come—tThe case is ex- 
pected to occupy the court for three 
months. 

The government plans to call more 
than 60 witnesses as it tries to prove 
violation of the Sherman Antitrust 
Act. 
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To Oil Marketers: 


ITH considerable feeling, we send out this 

issue of NATIONAL PETROLEUM News—its last 
as a weekly. Next week we shall begin publishing 
NPN as a monthly. 

Over the years, the weekly NPN has worked hard 
to supply the industry with news, has built up a loyal 
following and has achieved a fine reputation both in 
the petroleum industry and in the publishing field. 
On our staff are veterans whose service goes back to 
the ’20s. One, Virgil B. Guthrie, whom many of you 
know personally, has been with NPN for nearly 40 
years. 

The history of NPN has been inextricably inter- 
woven with that of the industry. So, we feel that NPN 
forms a part of industry tradition. And any change 
in tradition is bound to evoke some nostalgic twinges. 

The monthly NPN will mark the beginning of a 
new era. Although the change in publishing fre- 
quency is the most striking aspect of our transition, 
there is much more to it than that. NPN’s new edi- 
torial program will become effective next month, and 
that is the reason for the change. 


We are launching our new program in response to 
reader preference. As we explained when the plans 
were first announced last August, the new program 
was adopted only after a thorough study of readers’ 
informational desires. 

Readers told us that there are two types of articles 
they find most useful: (1) The ones telling them how 
to make money or to save money and, (2) those that 
interpret the significance of events by giving detailed 
information obtained through careful, extensive re- 
porting. 

What the readers look to NPN for is information 
that we can provide best in a monthly. It takes a great 
deal more time for planning, gathering and preparing 
that type of information. 

Our emphasis will be on news. Even though NPN 
becomes a monthly, it will be every bit the news 
magazine that it has been. 


This is what the new NPN editorial pro- 
gram will mean to you. 


1. There will be more “how to” articles. 


By “how to” articles, we mean those that tell how 
other oil marketers put money-making methods, tech- 
niques and ideas to work. That information has never 
received the concentrated treatment it will in the 
monthly NPN. 


2. News interpretation efforts will be expanded. 

This service will enable us to give you more com- 
prehensive and meaningful articles about trends and 
developments in the industry. NPN has been printing 
articles that get behind and into the events. But ac- 
tually, we have only scratched the surface of pos- 
sibilities. 

3. More news of jobber activities. 

We are introducing a new section especially for 
jobber association news. In the past, we have re- 


ported this; but the coverage will be expanded in the 
monthly NPN. 
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A Message from the Publisher and Editor 


The new product will be a timely magazine pre- 
pared expressly for the marketing branch of the oil 
industry. It’s true that NPN has been primarily a 
magazine for oil marketers—that’s where it built its 
name. Marketing has grown highly complex and 
specialized, especially in the post-World War II years. 

The monthly NPN will be an extension of the 
weekly—modified to fill the ever-changing informa- 
tion needs of the industry. 

“Ahead of the News,” one of our most popular 
features, will be even better. And its characteristic 
features—exclusivity and currency—will be pre- 
served. 

NPN will remain a forum for championing view- 
points in the industry—a role it has performed for 
45 years. None of its editorial vitality will be lost. 
NPN will be ready to discuss issues in its editorial 
columns. And it will do so both vigorously and con- 
structively, with an eye always to the best interests 
of the industry, in general, and petroleum marketing 
in particular. 

An expanded price service will be published in the 
monthly. Prices will be reported not once for the 
month but for each of the weeks between issues in- 
cluding the week preceding press-time. Some of our 
readers require a service more often than once a 
month. For them we have prepared a weekly price 
report which will be distributed by fast, first-class 
mail. This will be sold as a separate service for $15 
a year. Samples of it will be sent to each NPN sub- 
scriber. 


Here are some articles and features, taken 
from the November tables of contents: 

Station organizing: A report on the status of cam- 
paigns to unionize service station employes. 

Sears’ new terminal: How a jobber built his own 
barge and truck terminal. 

Remote control pumping: Why Union Oil made 
this a “must.” 

The latest information on handling tubeless tires. 

The story of Humble’s rapid rise to the top in 
Texas. 

Building the oil marketer’s future: A round table 
discussion. 

How a California jobber built a big TBA business 
by using a bus. 

We give you our pledge that we shall keep improv- 
ing NPN as industry changes influence the growing 
science of marketing. Our aim is to turn out an NPN 
that will be of even greater service; and it is our firm 
conviction that we can do it. 


Sincerely, 


HARRY WADDELL, 
Publisher 


HERBERT A. YOCOM, 
Editor 


FRANK BREESE, 
Managing Editor 
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SMOG-BOUND Los Angeles looked like this on the eighth 
day of current fog and smoke invasion. In picture, taken from 


— 





City Hall, buildings of The Times and The Mirror are barely 
visible, although only one block away 


Los Angeles Refiners Reject Shutdown Plea 


Southern California oil refiners were unanimous in rejecting 
Gov. Goodwin J. Knight’s plea to halt their operations this week 
for smog test but Knight said he still thought it was a good idea. 

However, the impact of Governor’s proposal for voluntary shut- 


down was somewhat softened 
by sudden onset of relatively 
clear weather over week-end— 
that caused Gov. Knight to with- 
draw his request. 

“I am still firmly convinced 
that an orderly solution to the 
problem of smog requires the 
shutdown of oil refineries in the 
L.A. area for an adequate test 
period,” Knight stated. 

“Obviously there is no point in such 
a shutdown during a period of smog- 
free days. I hope, however, that the 
oil industry will take advantage of this 
period to plan for an effective test 
shutdown the very next time we are 
confronted with a serious smog situa- 
tion. 

There was no indication that in- 
dustry spokesmen would have any- 
thing to add to replies sent to Knight’s 
original telegram. 

Donald B. O'Neill, executive vice 
president of Independent Refiners 
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Assn. of California, wired Knight that 
the shutdown would be “completely 
impractical” and that “processing is 
complicated and cannot be turned off 
and on by a government request.” He 
asked Knight to “attempt to eliminate 
political considerations and hysteria 
from our community objectives.” 

Companies replying to Governor 
echoed the firm rejection that Reese 
H. Taylor, Union Oil Co. president, 
sent to Sacramento shortly after re- 
ceiving Knight’s plea. 

General Petroleum Corp. President 
R. L. Minckler said, “We will not par- 
ticipate in your suggested program 
which at best would be meaningless 

. if the refineries are shut down, 
and we then have good or bad days, 
the public will come to the completely 
unjustified conclusion that the re- 
fineries are entirely blameless or 
exclusively to blame. . .” 

David E. Day, manufacturing vice 


president, Richfield Oil Corp. said, 
“We state unequivocally that our re- 
finery operations do not contribute in 
any material way to air pollution in 
this area, and we are prepared to prove 
this statement to any unbiased person.” 

Shell Oil Co. Vice President S. F. 
Bowlby declared, “We suggest that 
the next step in alleviating smog is for 
other segments of the public which 
contribute to pollution to take cor- 
rective steps commensurate with those 
already taken by the oil industry. If 
after other elements have brought their 
operation to our present level of con- 
trol there still exists a smog problem. 
We pledge our full co-operation toward 
alleviating any emergency situation.” 

Texaco Vice President Torrey H. 
Webb said that shutdown “would not 
accomplish the results desired” and 
would be “inconclusive.” 

Meanwhile, the furore had calmed 
down somewhat. Attention was 
focused on coming grand jury hearing 
on whether or not local officials were 
derelict in their smog enforcement 
duties. 

Standard Oil Co. (Calif.) advised the 
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PROTEST on smog conditions by Optimist Club of Highland 


Park led members to wear gas masks at weekly meeting. Even 


governor that a refinery shutdown “is 
a long and difficult job requiring 10 
days to two weeks which could not be 
accomplished by the mere turning of 
switches and valves.” 

Standard pointed out that the L.A. 
area suffered one of its worst smogs 
in September 1948 when most of the 
refineries were closed down because of 
a strike. 

The request to shut down was Gov. 
Knight’s second move in the anti-smog 
war. Earlier, he stated that the new 
legislature—to convene in January— 
would give top priority to the smog 
problem. 

There were other developments—all 
on the county level—in the L.A. area. 
Sitting as the Air Pollution Control 
Board, the county supervisors: 

e Ordered a ban on all backyard 
incinerators, effective within one year. 
The order means that 46 cities in the 
county will have to speed up plans for 
the municipal collection of trash. 

e Ordered Gordon P. Larson, pol- 
lution control director, to determine if 
refinery cracking processes contributes 
to smog. 

e Voted to set up a 21-man Air 
Pollution Control Commission. 

The new board will replace the 
two-year-old Citizens Committee on 
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some members of Los Angeles City Council have been appearing 
at meetings wearing masks 





MORE FREEWAYS 
OPEN SOON--Pg. 3 


Pe Ld 
| 7a tise. iD SAL 


20148 & Sern tas Angele RTE 











femar, OcroReE 1a, T984 





His 
a 
ti a 


Tete ze 
Le eaters o¢ 
Lit i tt 
SMOG AT HIGHEST PEAK) on a 
SINCE Serr. mA. = _| ies Fight 





LOCAL PRESS has carried on constant “war” on smog conditions and this front 
page of The Mirror is typical of how newspapers in the area have handled the matter 


Air Pollution, which had submitted 
several recommendations but had no 
luck in getting them adopted. Newspa- 


pers had backed formation of the 21- 
man board and also demanded it be 
backed by a law “with teeth.” 
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THE INDUSTRY 


How Oil Industry Has Fought Smog Problem 


The oil industry in the Los Angeles area—long the whipping boy 
in the anti-smog campaign—has been actively fighting air pollution 
for many years, long before smog became a problem to the Los 
Angeles area. Too, this was long before county officials ruled in 


May, 1953, that all gasoline and 
cracked products storage tanks 
of more than 952 bbl. capacity 
must be equipped with vapor 
control facilities by May 1, 1955. 

A survey of eight refiners in the 
area shows they will have spent $25.2 
million by the May 1 deadline to end 
air pollution—to which the oil industry 
as a whole contributes 276 tons of 
hydrocarbons daily—of the total of 
3,100 tons daily released to the air. 

This money was spent for: 

—Research. 

—Sulfur dioxide control. 

—Hydrocarbon control. 

—Reduction and abatement of other 
refinery and terminal vapor emissions. 

Outside Aid — Research has not 
been conducted by the companies 
alone. They have used facilities out- 
side the industry, including the Stan- 
ford Research Institute, the American 
Petroleum Institute and the Southern 
California Air Pollution Foundation. 
The latter group—a nonprofit civic 
organization—is financed by Los 
Angeles business and industry, includ- 
ing companies held to be smog con- 
tributors. 

The eight refiners say all their re- 
finery facilities are equipped with 
hydrogen sulfide removal equipment. 
They point out the first such installa- 
tion was made as early as 1936—long 
before smog became a plague. Most 
of the installations have been made 
since 1949 at a cost of $4.8 million. 

Cut Contamination—These installa- 
tions, the companies report, have re- 
duced by 37% the amount of sulfur 
dioxide released to air. Before install- 
ing control equipment, these refineries, 
averaging a crude run of 430,000 b/d, 
released 374 tons per day of sulfur 
dioxide. After equipment was _ in- 
stalled, the refineries, then averaging 
a crude run of 552,000 b/d, cut sulfur 
dioxide released to the air each day 
down to 140 tons. 

The Air Pollution Control District 
in the Los Angeles Basin goes further 
in assessing oil’s smog abatement pro- 
gram, stating that all refineries in the 
area collect the equivalent of more 
than 400 tons of sulfur dioxide daily. 

The District points out, however, 
that more than 300 tons daily, most of 
it coming from the burning of fuel oil, 
is still being emitted. It also pointed 
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out that with the tremendous popula- 
tion and industrial expansion now tak- 
ing place in the area, the amount of 
sulfur dioxide being emitted may in- 
crease considerably. 

And since control appears im- 
practical as long as oil is burned, 
APCD continues, future control may 
hinge on: 

—Increasing the natural gas supply. 

—Zoning of future sources from an 
air pollution control standpoint. 

—Combination of both. 


INDUSTRY’S MEASURES 


Oil industry observers contend that 
if such a program is adopted, it would 
reduce fuel oil markets in the area and 
would add to the cost of smog control 
by the refiners in the area. 

Control methods adopted by the 
industry fall into either of two cate- 
gories: installing floating roofs on 
open tanks or installing vapor recovery 
or control systems. 

The survey reveals that refineries in 
the area are spending $1.4 million 
now in the construction of sulfur 
dioxide control facilities. 

Standard Oil of California, in 
dedicating its new 40,000-b/d catalytic 
cracking plant at its El Segundo re- 
finery not long ago said: 

“An important segment of the pro- 
ject is a plant for the recovery of 
hydrogen sulfide as another phase .. . 
of avoiding air pollution.” The plant 
will convert trapped fumes into sul- 
furic acid. 

Spent $6 Million—The cost of this 
and other smog control facilities is in- 
cluded in the $6 million Standard said 
has been spent since 1926 for control 
purposes at El Segundo. 

(APCD has announced that it has 
withheld a permit for the operation of 
El Segundo cracker. Standard may ap- 
peal ban or ask for a variance so it 
may continue to test the unit.) 

Richfield Oil Corp.—another refiner 
that has moved to control air pollution 
—used $150,252 for a sulfur removal 
process alone when it undertook a $40 
million expansion program at its 
Watson refinery. Of the $40 million 
total, more than $6.7 million went for 
air pollution control equipment. 

The survey shows there are 639 
storage tanks—total capacity 26.7 


million bbl.—used by the eight re- 
fineries in Los Angeles. And prior to 
the county rule requiring recovery 
systems, 66% of these tanks having 
75.6% of the total capacity had either 
floating roofs or vapor control systems. 

More Equipped — Since the rule 
went into effect, 143 more tanks 
(capacity of 4.3 million bbl.) have been 
provided with floating roofs or con- 
nected to a vapor recovery system at 
a cost of more than $3.1 million. 

Here are some specific figures from 
the industry: 

—Standard Oil (Calif.) installed 
floating roofs on 127 tanks at El 
Segundo at a cost of more than $2.3 
million. 

—Shell Oil says it will have spent 
more than $2 million by the end of 
this year on control facilities. 

—Wilshire Oil Co. has spent more 
than $100,000 on vapor control 
systems for 12 tanks with a total 
capacity of 636,000 bbl. 

According to survey figures, 75 
tanks owned by the eight refiners are 
uncontrolled. These tanks, with a 
capacity of 2.1 million bbl., will be 
equipped with control systems by May 
1 at a cost of $1.9 million. 

Other Precautions—In addition to 
controlling vapor emissions from 
tanks, the eight refiners have also 
spent $11.5 million on equipment for 
the reduction of hydrocarbon emissions 
from skimming ponds, vacuum jets, 
pump glands, and loading operations 
and installations on gasoline loading 
racks handling more than 20,000 gal. 
a day. 

The systems on the gasoline loading 
racks are entirely voluntary on in- 
dustry’s part—not being required by 
the regulation. 

Figures cited so far apply only to 
the eight refiners in the survey. But 
APCD estimates that 495 other tanks 
were uncontrolled when the control 
system rule went into effect May 1, 
1953. And these tanks were respon- 
sible for 140 tons of air contaminants 
daily. 

In its report, The Smog Problem 
in Los Angeles County, the Stanford 
Research Institute estimates the daily 
release of contaminants from autos 
and household incinerators at almost 
1,600 tons. 

The federal government is also in- 
volved in the smog situation. It owns 
or leases 61 uncontrolled tanks, with a 
total capacity of 3 million bbl. These 
tanks are uncontrolled. 
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STATIONS 


HOW ARE STATION EMPLOYES OBTAINED? 
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* Includes those who worked for previous owner, sent by oil company, employment agency, service station association and other sources. 


Dealer Poll Spotlights Manpower Problem 


Although service is the big factor in determining who gets the 
motorist’s service station dollar, dealers have their “headaches” in 





giving that service because of personnel problems. 
This was one fact disclosed by Ethyl Corp. in a survey of the serv- 


ice station business—a survey 
that covered more than 4,500 
service station operators. 

Other facts include: 

e Service station personnel 
turnover is high. 

e Because of this, most em- 
ploye training is of the “on-the- 
job” type. 

e Good part- and full-time 
employes are “hard to find”. 

In spite of this, dealers still like 
the business they are in, the income 
they get from it and the working con- 
ditions. They think, the survey finds, 
that service stations provide as good 
a future security and return on invest- 
ment as other types of commercial 
operations. 

One of the biggest stumbling blocks 
in the way of effective operations at 
service stations is the high turnover of 
employes—dealers say more than half 
their men remain for one year or less. 

Because of this rapid turnover and 
the nature of station operations, most 
of the training is done on the job. 
About three fourths of the dealers train 
their men on the job in sales, operat- 


ing procedures and product informa- 
tion. 

But only slightly more than half 
of them give their employes any 
mechanical training. 

Employe Training—Approximately 
one third of the dealers provide in- 
struction literature and roughly one 
fourth use training manuals. But there 
is little after-hours instruction and few 
employes attend company and trade 
schools. 

Judging by the dealers’ opinion of 
their suppliers’ training programs for 
station employes, there is room for 
improvement. 

Of those dealers who commented 
on suppliers’ training courses, slightly 
less than half say courses are complete 
and thorough. More than one fourth 
of the dealers think courses either do 
not go far enough or are of no value, 
and 12% say they do not know the 
value of the courses. 

Dealer meetings fared better, the 
survey showed. 

About 45% call them complete and 
thorough and about one fourth say 
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How Ethyl Made Survey 


Ethyl Corp. sent interviewers 
into 23 states, where they talked 
to 4,562 service station dealers 
to gather information for its 
survey. Those 23 states account 
for 81.6% of the total U.S. mo- 
tor gasoline gallonage. 

Areas covered were Pacific 
(California, Washington, Ore- 
gon), Central (Illinois, Ohio, 
Michigan, Indiana, Missouri, 
Kentucky), North Atlantic 
(New York, New Jersey, Massa- 
chusetts, Pennsylvania, Virgin- 
ia), Southwest (Texas, Okla- 
homa, Arkansas, Louisiana) and 
Southeast (Tennessee, Georgia, 
Florida, Alabama, North Caro- 
lina). 

Asked to name the three most 
important means of attracting 
customers, 66.4% of the dealers 
mentioned service. Next two 
factors on the list were brand 
name with 45.4% and station 
appearance with 36.2%. 

From there, choices ran 
through location, restrooms, 
quality, price and credit cards. 
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Dealers were asked: “In your experi- 
ence, how does running a service station 
compare with working in a factory, re- 
tail store or other local business?” Their 
answers: 


on INCOME 








Not os Good 
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on WORKING CONDITIONS 





Same 
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Not os Good 
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on ENJOYABLE, 
INTERESTING WORK 





Some 
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Not as Good 


3.2 








on FUTURE SECURITY 





Same 


Not os Good 


16.9 








on RETURN-ON INVESTMENT 








Not os Good Don’t Know 


16.1 17.6 








they do not go far enough or are of no 
value. 

Supplier Instruction—Instruction by 
supplier representatives gained an 
almost even split in dealer opinion. 
For those who think instruction is 
complete, there is a like number who 
say “Doesn’t go far enough” or, “Of 
no value.” 

In spite of the rapid employe turn- 
over, dealers say more than 60% of 
the men on their drives are “good.” 
Almost half say their men are better 
than a year ago, with more than one 
fourth holding the opposite viewpoint 
and another one fourth expressing no 
opinion. 

Good men—full or part-time—are 
hard to find, according to about 50% 
of the dealers. The situation is par- 
ticularly acute in the Southeast, where 
68.6% of the dealers interviewed have 
difficulty in finding competent full- 
time employes. 

Hire Walk-Ins—Dealers nationally 
hire about half their men from those 
who apply at the station. About 16% 
are recruited from the ranks of 
dealers’ friends and 9% through ad- 
vertisements. 

In this category also, the Southeast 
stands out. Dealers there pick about 
65% of their employes from men who 
cross the drive looking for work. 

Concerning employe turnover, deal- 
ers reply that in nearly 50% of the 
cases, employes are unsatisfactory. 
And in looking for new help, honesty 
ranks highest of the three qualities— 
others being personality and personal 


appearance — dealers consider most 
important. 

Prefer Station Work—The survey 
shows that dealers like the business 
they are in. Almost three fourths say 
service station work is more enjoyable 
and interesting than other jobs in their 
areas. Almost half of them say the 
income is better than in other lines and 
that working conditions are better. 

As for future security and return on 
investment, the score is even. Almost 
one half of them think the station 
business is better than others. 

Dealer turnover is considerably 
lower than that for employes. One 
fourth of those surveyed have been in 
the service station business 6 to 10 
years and one fourth from 1 to 5 years. 
More than one third of them have 
service records running from 11 to 30 
years. 


THE SURVEY IN TABLES 


$ 
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Uniform wall thickness 
—no weak spots 


Extra heavy reinforcing rim 
for longer service life 


Extra 
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economy 
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safety and 
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Uniform heavy 
wall thickness 
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proper placement —accurate tolerances 





VER-TITE Couplings give you a quick, tight connection 
every time—under every condition. They make your de- 


liveries fast... 


. . dependable. Ever-Tite Couplings 


are manufactured of stainless steel, bronze, aluminum, steel 


and malleable iron. 


It pays to get EVER-TITE quality—the top value in quick 
couplings. Ask your distributor now. 


EVER-TITE COUPLING CO. INC., 254 WEST 54 STREET, NEW YORK 1, N.Y. 
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STATIONS 


WHAT QUALITIES ARE MOST IMPORTANT? 


Dealers were asked to rank qualities they considered 
most important in an employe— 





Per Cent 


North 
Favoring Pacific Southwest Southeast Central Atlantic Total 


42.4 46.1 42.9 43.3 42.6 43.3 
12.1 14.4 18.0 15.3 14.1 14.5 


9.3 12.2 9.6 ; ‘ 9. 

8.4 10.1 8.1 5 ; ‘ 
10.0 4.8 8.0 : 

8.7 4.5 4.2 


4.2 4.0 4.3 
3.9 4.9 


COMPETENT EMPLOYES— 
ARE THEY HARD TO FIND? 


Dealers were asked if they found it difficult to obtain 
competent men today .. . 


Part Time 


North 
Pacific Southwest Southeast Central Atlantic Total 
42.0 53.4 61.1 48.7 50.8 49.8 
48.8 38.4 34.4 44.4 39.0 42.0 
9.2 8.2 4.5 6.9 10.2 8.2 


Percent 


Full Time 


43.1 56.0 68.6 
I 46.9 36.5 27.3 
Don’t Know 10.0 13 4.1 


WHY DO EMPLOYES LEAVE? 


Dealers gave these reasons why employes left within 
one year’s time. Because some dealers gave more than 
one reason, regional totals will exceed 100% 
North 
Pacific Southwest Southeast Central Atlantic Total 
50.5 59.4 56.5 44.7 40.8 49.2 
High Pay 15.4 15.9 19.6 20.8 18.4 18.0 
Other Business 25.7 12.7 7.5 19.8 17.9 17.9 
Better Hours 16.1 13.9 15.7 13.8 14.5 14.8 
Drafted 53 3.0 4.2 8.5 11.7 7.0 
All Other 12.7 7.6 73 14.2 16.3 12.3 
Don’t Know 5.9 12.9 99 5.9 ye 8.0 


Per Cent 
Unsatisfactory 


EMPLOYE LENGTH OF SERVICE 
The fact that 57.3% of the U.S. total have worked at stations 


for one year or less points up turnover among employes. . . 


Per Cent 
Remaining 


North 
Pacific Southwest Southeast Central Atlantic Total 
Less Than Year 38.9 47.0 41.3 37.2 28.8 37.3 
One Year 20.4 17.3 20.1 21.5 20.0 
Two Years 17.4 12.5 . 17.1 15.2 15.8 
Three Years 9.2 7.7 ‘ 7.3 10.3 8.6 
Four Years 5.1 4.4 : 4.6 5.3 4.8 
Five Years 3.0 2.5 3. 3.5 4.8 3.6 
To 25 Years 5.4 » oy ; 9.7 13.0 9.0 
Over 25 Years 0.1 0.1 1 0.1 0.2 0.1 


HOW GOOD ARE THEY? 


This tabulation is a rating of the service station helper 
by his immediate empioyer .. . 
North 
Pacific Southwest Southeast Central Atlantic Total 
Good 62.3 50.2 56.4 64.8 68.0 62.0 
Fair 32.9 42.6 38.2 31.5 26.4 32.9 
Poor 4.8 7.0 4.9 3.5 5.5 5.0 
Don’t Know* 0.0 0.2 0.5 0.2 0.1 0.1 
* Not employed long enough 


Per Cent 


24 


WHAT TRAINING IS GIVEN NEW EMPLOYES? 
Dealer percentage giving on-the-job training in 


North 


Pacific Southwest Southeast Central Atlantic Total 


Sales 80.6 
Mechanics 56.1 
Operating 
Procedures 
Product 
Information 


88.0 


86.3 


Dealer percentage 


Sales 
Mechanics 


47.6 
26.2 


Procedure 
Product 
Information 


51.9 


53.9 


73.3 
46.4 


84.3 
71.0 


giving instruction 


22.7 
12.3 


22.9 


27.1 


71.8 
49.7 


78.4 


63.7 


29.3 
20.8 


30.8 


79.7 
59.9 


83.5 
76.3 


30.4 
23.0 


30.7 


33.0 


70.8 
54.5 


79.9 
66.8 


literature in 


34.6 
24.5 


37.7 


39.3 


Dealer percentage giving training manual instruction 


Sales 
Mechanics 
Operating 
Procedures 
Product 
Information 


37.7 
24.8 


45.6 


40.6 


Dealer percentage giving after-hours 


Sales 5.1 
Mechanics 2.5 
Operating 

Procedures 4.5 
Product 

Information 4.6 


30.0 
11.0 


31.8 


19.9 


4.0 
2.0 


2.3 


2.2 
2.2 


3.6 
2.0 


2.8 


3.1 


21.7 
21.2 


25.4 


19.6 


4.1 
2.6 


3.0 


2.9 


26.4 
20.5 


31.1 


26.8 


instruction in 


3.5 
3.5 


2.9 


3.5 


75.8 
54.5 


83.0 
73.9 


3.4 


Dealer percentage giving instruction through company 
and trade schools in 


Sales 
Mechanics 
Operating 
Procedures 
Product 
Information 17.8 


18.8 
13.0 


17.7 


2.7 
1.4 


2.0 


1.6 


7.7 
4.3 


5.9 


5.4 


9.8 
7.6 
9.3 


8.5 


11.9 
8.1 
10.7 


10.3 


WHAT ASSISTANCE IS RECEIVED FROM SUPPLIERS 
IN TRAINING EMPLOYES? 


Dealers opinion of training courses 


North 


Pacific Southwest Southeast Central Atlantic Total 


Complete, 
Thorough 28.0 
Good, But Not 
Far Enough 6.7 
Of No Value 11.9 
Don’t Know 10.9 


10.6 


4.9 
6.9 
18.8 





Complete, 
Thorough 
Good, But Not 

Far Enough 17.3 
Of No Value 8.7 
Don’t Know 8.9 


51.9 


Dealer opinion 
Complete, 
Thorough 31.5 
Good, But Not 
Far Enough 12.0 
Of No Value 14.7 
Don’t Know 6.6 


Dealer opinion of training booklets 


Complete, 
Thorough 53.6 
Good, But Not 
Far Enough 16.3 
Of No Value 8.5 
Don’t Know 4.5 


43.3 


15.9 
5.1 
6.8 


18.8 
6.8 
10.4 


28.7 
9.5 
4.0 

11.2 


meetings 


47.1 


18.3 
6.0 
6.8 


26.0 


7.4 
6.0 


38.5 


14.0 
8.5 
7.0 


instruction by representative 


20.2 
13.5 


10.8 
12.8 


37.0 


1 


8.6 
5.1 
8.3 


25.5 


17.0 
7.7 
7.6 


36.6 


19.8 
5.9 
6.1 


21.9 


14.8 
7.8 
9.5 


22.5 


13.3 
9.7 
9.2 


41.8 


14.8 
5.9 
4.6 
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Sell batteries that are protected 


against vibration damage! 
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The automotive battery takes a lot 
of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged separators stand up under 
vibration, give longer service than 
any other separator. They are 
known as battery savers. 

U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


ddress be- 
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os he . —_ 
sures—will not get mushy or soft 
in service. High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 


UNITED STATES, RUBBER COMPANY 


Electrical Wire and Cable Department « 
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Public Relations Men Go Back to School 


Twenty public relations advi- 
sors of companies affiliated with 
Standard Oil Co. (N. J.) have 
completed a three-week public re- 
lations orientation course at the 
parent company’s New York 
offices. They received indoctri- 
nation in public relations tech- 
niques, plus background in 
company policies and philoso- 
ag from Standard officials. 

he course included field trips 
to refineries and labs at Bayway 
and Baton Rouge. 

* 


GENERAL VIEW of public relations 
advisors in session shows William D. 
Bayles, of Standard’s public relations 
staff, stressing a point in Standard Oil's 
basic publicity policy. Other Standard 
speakers explained company’s marketing 
and Baton Rouge. ; 


Bayles Freyermuth Dunbar 


ATTENTIVE LISTENERS are L. H. 
Sakamoto, Standard- Vacuum Oil Co., 
Yokohama, Japan; A. U. Trust, Interstate 
Oil Pipe Line Co., Shreveport, La.; and 
Oscar Ugarteche, International Petroleum 
Co. Ltd., Talara, Peru 


Sakamoto 


Swanson 


Doolan 


LEADING DISCUSSION is George H. 
Freyermuth, Standard’s manager of pub- 
lic relations. Others are William D. 
Bayles; Heinz W. Wendt, Esso A. G., 
Hamburg, Germany; Norman Dunbar, 
Standard-Vacuum Refining Co., Ltd., Vic- 
toria, Australia; F. J. Doolan, Atlantic 
Union Oil Co. Pty. Ltd., Wellington, New 
Zealand; and Robert E. Kingsley, of 
Standard’s p. r. staff 


Kingsley 


Ugarteche 


LIGHTING UP is Theodor Swanson, of 
Standard’s p. r. staff, while William M. 
Craig, also of the p. r. staff, takes notes. 
Third man is Wolfgang Oehme, Esso 
A. G., Hamburg, Germany 
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OTHERS ATTENDING the course were 
K. N. H. Thomson, Esso Petroleum Co 
Ltd., London, England; Alvaro Mutis 
Esso Colombiana S. A., Bogota, Columbia 
J. P. Rennie, Imperial Oil Ltd., Calgary 
Alberta; and J. M. Redditt, Imperial Oi! 
Ltd., Winnipeg 


Thomson Mutis Redditt 


INTERNATIONAL FLAVOR of meet- 
ing is shown in this picture of William 
D. Bayles, of Standard Oil; Heinz W. 
Wendt, Esso A. G., Hamburg, Germany ; 
Norman Dunbar, Standard-Vacuum Refin- 
ing Co. Ltd., Victoria, Australia; and 
F. J. Doolan, Atlantic Union Oil Co. Pty. 


Ltd., Wellington, New Zealand . * 4 


Dunbar Doolan 


HEINZ W. WENDT, Esso, A. G., Ham- 
burg, Germany, listens and Norman Dun- 
bar, Standard-Vacuum Refining Co. Ltd., 
Victoria, Australia, takes notes in an- 
other session. Third man is Bayles 


Bayles 


AFTER-MEETING discussion involved 
William D. Craig, of Standard’s public 
relation’s staff; J. R. Revilla, Standard- 
Vacuum Oil Co., Manila, Philippines; 
and A. U. Trust 


Revilla Trust 


EXCHANGING IDEAS are William D. 
Craig and Don Lambert, Carter Oil Co., 
Tulsa, Okla., as Salih al As’ad, Trans- 
Arabian Pipe Line Co., Beirut, Lebanon, 
listens in. In background are Jack 
Schackne, Standard-Vacuum Oil Co., New 
York City, and Manuel Salvador Rojas 
Rubio, Creole Petroleum Corp., Edo. 
Salcon, Venezuela 


Craig Lambert Schackne 
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What It Takes 


The American motorist is be- 
coming ever choosier about 
where he buys his gasoline and 
oil. 

At the service station, only 
point of contact between most 
Americans and the oil industry, 
there is put to the crucial test 
the value of many millions of 
dollars of oil company promo- 
tion and advertising. 

How to build and keep good public 
acceptance? 

It’s a problem that two major com- 
pany experts took apart on successive 
days recently in speeches at Old Point 
Comfort, Va. First came Glenn L. 
Werly, retail merchandising manager 
of Socony-Vacuum Oil Co., to talk 
to the Virginia Petroleum Jobbers 
Assn. The next day John L. Lenker, 
general manager of retail and jobber 
sales, Gulf Oil Corp., spoke before 
‘the Virginia Oil Men’s Assn. 

Werly told the jobbers: 

“Selecting a good dealer is 
signing up a new account. 

“Every survey shows the dealer and 
his practices are the most important 
items in customer buying. 

“When we were in a sellers’ mar- 
ket, the consumer put up with most 
anything. Today we are in an inten- 
sive buyers’ market. The customer is 
king. 

“The motorist is besieged by a 
multitude of product claims. The 
competitive influence is showing up 
in improvement and up-grading of sta- 
tions, new construction, and new 
gasolines from most major mar- 
keters.” 


like 


Business Cornerstone—Lenker told 
the Oil Men’s group (jobbers, major 
and independent supplier representa- 
tives and others): 

“The dealer who sells your prod- 
ucts is not only your representative, 
but the cornerstone of your business 

. . In a single customer contact he 
can nullify all the good impressions 
and opinions that millions of dollars 
of advertising and product develop- 
ment have created. Every sales plan 
and program will fail unless you 
secure his support and co-operation. 

“Build an organization of keen, 
progressive dealers and service sales- 
men and you will have done much to 
get ready for the long pull. 

“And while you are building, keep 
in mind this startling fact: Throughout 
the United States there is a 33% 
turnover of dealers annually (com- 


28 





to Get and Hold Customers 


f 


GLENN L. WERLY 


plete every three years) and a 100% 

turnover in service salesmen annually. 
“So it behooves you to build 

strongly and build lastingly.” 

Dealer Qualities—Werly says So- 
cony-Vacuum looks for a _ potential 
dealer with these four major qual- 
ities: 

1. Reasonable maturity and good 
health. 

2. Keen ambition to get into busi- 
ness in order to improve his and 
his family’s economic position. 

3, Competitive spirit. 

4. Willingness, or—even better- 
eagerness, to accept practical help 
and advice. 

Gasoline merchandising, Werly 
says, poses some peculiar problems 
because it gives no sensory satisfac- 
tion to the customer. This can be 
offset, he counseled, by applying two 
principles: 

@ Sell in a favorable atmosphere 
Present a clean and attractive station 
and provide immaculate rest rooms. 

e Stress hidden values. This is 
simple—if the dealer knows the prod- 
uct—and most often consists of only 
saying “a few kind words” about the 
goods for which the customer spends 
his money. 

Knowing what makes a good dealer 
and finding a good dealer are two dif- 
ferent problems, Werly said. 

“It requires just as much time to 
acquire a dealer as to acquire an 


NATIONAL 


JOHN L. LENKER 


outlet itself,” he said. “Where do we 
find this fellow? Well, gentlemen, 
frankly we've got to go out and 
search for him. 

* ... He may be the milkman, a 
clerk in the market, a recently dis- 
charged veteran, or somebody within 
our organization.” 

Operating Principles — Successful! 
station operation, Werly said, will 
show almost without exception ad- 
herence to these cardinal principles 

—Neat, courteous service with sta 
tion personnel in proper, uniform 
work clothes. 

—Operation in “proper hours.’ 
(There is agitation, he noted, for 
shorter hours and Sunday closings but 
“the important thing is the customer. 
and he won't be inconvenienced too 
long.”) 

—New business solicitation. (“Our 
customers die and move away. We 
have just got to go after new ones.”) 

Lenker stressed dealer training to 
keep up with current market condi- 
tions, but said terminology is impor- 
tant to “sell” the trainee. 

“The word ‘training’ seems to be- 
get resistance,” he said. 

“No dealer is willing to admit that 
he needs training, and no dealer will 
admit that he does not properly train 
his employes. Therefore, some other 
terminology might be considered 
Why not call it a merchandising pro- 
gram, or ‘Education for Profits?’ ” 
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WHY A MONTHLY 
OIL MARKETING 


MAGAZINE 


National Petroleum News, as a weekly, for 
many years has been the magazine of oil 
marketing. As a monthly, it will continue to 
be the marketing man’s own publication. As 
a monthly, NPN will be able to expand its 
news interpretation efforts. This is the kind 
of information readers want and tell us they 
need. 

As a monthly, NPN will give more thor- 
ough coverage to progressive developments 
and ideas that will help oil marketing men in 
their daily business. These developments will 
be analyzed and reported in depth—literally 
given “the full treatment” —rather than being 
covered as flash news items. New presenta- 
tion techniques will make possible efficient, 
speedy reading. 

As a monthly, NPN will provide compre- 
hensive statistical data . . . will contain 
whole new departments . . . will present 
latest shifts in trends and interpret their 
significance. 

This is the kind of editorial coverage that 


National 





NPN 
GOES MONTHLY 


IN NOVEMBER 














gets far beneath the surface of events. It 
takes the time to tell the how and the why as 
well as the what. National Petroleum News 
will bring to the oil marketing industry the 
kind of intensive and comprehensive com- 
munications that industry leaders have 
asked for. 

To do this bigger job, NPN has enlarged 
its staff—in expertness as well as in numbers. 
In addition, it calls upon McGraw-Hill for 
the services of a nationwide and worldwide 
network of correspondents whose very busi- 
ness is business communications. 

* * * 
That’s why NPN will be published monthly. 
To serve its readers better. To serve the oil 
marketing industry better. And as a result, 
to serve its advertisers better too. 

To explore further how the monthly Na- 
tional Petroleum News can add extra effec- 
tiveness to your own sales campaign, consult 
your NPN representative. 


Forms for the December issue close November 1. 
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A McGRAW-HILL 
PUBLICATION 
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330 WEST 42ND STREET, NEW YORK 36, NEW YORK 
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S. D. Jobbers Act to Curb Farm Credit 


Jobbers in South Dakota, 
through the formation of county 
petroleum credit bureaus, are 
doing something concrete about 
protecting themselves against de- 
linquent farm accounts. 

Meanwhile, farm credit collections 
throughout the Midwest are becoming 
increasingly difficult as farm prices 
drop and the farmer finds himself 
short of cash. The jobber is hard hit 
because, unlike the implement dealer, 
he can’t repossess his product. 

Details of the South Dakota pro- 
gram—which in the past five or six 
months has reduced accounts receiv- 
able of some jobbers by as much as 
10% —were outlined during a panel 
discussion last week at the annual 
convention of the South Dakota In- 
dependent Oil Men’s Assn. in Sioux 
Falls. 

Chairman of the panel was S. L. 
Hjermstad of Wallace, former asso- 
ciation president. Jobber members 
were Earl G. Pieper of Aberdeen 
and Walter Prahl of Murdo. An out- 
sider was L. L. Lillibridge, Burke, 
S. D., banker. 

Hjermstad reported that county 
petroleum credit bureaus have been 
formed during the past six months in 
11 northeastern South Dakota coun- 
ties. The membership includes major 
company commission agents, as well 
as jobbers. 

Monthly Report—Every month, 
the bureau members send its secretary 
a list of delinquent accounts. Mem- 
bers agree, under the credit bureau 
rules, not to extend credit to any 
farmer on the delinquent list, although 
he still can purchase for cash. 

If, however, at the end of six 
months the account is still delinquent, 
the members refuse to sell products 
to the farmer for either credit or 
cash. The credit bureau rules specify 
that the jobbers refuse service “for 
their own protection and self in- 
terest.” 

Hjermstad explained that the “pro- 
tection and self interest” clause was 
inserted on the advice of legal coun- 
sel as a means of keeping the agree- 
ment within legal bounds of the South 
Dakota antitrust laws. 

He said that the South Dakota 
credit bureaus operate only intrastate 
and warned jobbers in other states 
thinking of establishing similar bu- 
reaus to make a careful study first 
of their state credit bureau regula- 
tions and antitrust laws. 


Rhian Van Wyk 


Bonde 


Pieper Graff 


NEW OFFICERS of South Dakota Independent Oil Men's Assn. elected at recent 
convention meeting in Sioux Falls are Marion Van Wyk of Platte, president; A. J. 
Rhian, Yankton, first vice president and treasurer; Earl G. Pieper, Aberdeen, second 
vice president; T. A. Bonde, Hot Springs, third vice president; and E. Klein Graff, 


Sioux Falls, secretary 


In some states, he said, business- 
men cannot refuse to sell for cash, 
even if the purchaser is far behind 
in his payments. 

Jobber’s Decision—Pieper explain- 
ed that the individual jobbers decide 
for themselves when an account is 
delinquent and should be turned over 
to the credit bureau. For a farmer 
who is historically a poor credit risk, 
this may be 30 days. For another 
farmer, it might be as much as six 
months before the supplier, consider- 
ing his past record and individual 
circumstances, deems him delinquent. 

Each member of the credit bureau 
relies fully on the judgment of the 
others as to when and whether an 
account becomes delinquent. 

Pieper, who is secretary of the 
Brown County credit bureau, reported 
that since its formation last April, 
accounts receivable among oil mar- 
keters have been reduced by as much 
as 10%. 

“It has cost each of us $10 since 
we started and you couldn't take 
it away from us now,” Pieper de- 
clared. “It’s been the solution to our 
credit problems.” 

Hjermstad commented that the 
plan has had “excellent” public re- 
ception in the 11 counties. About 
80% of the purchasers favor the 
plan, 5% are opposed, and the other 
5% don’t care one way or the other, 
he said. 

“But people are anxious to keep 
off the delinquent list,” he said. “The 
mere fact that they know their names 
might go on the list, and they'll have 
to pay cash, is a big incentive toward 
prompt payment.” 
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Banks Want Lists—Lillibridge, 
managing officer of the Burke State 
Bank, observed that the credit bu- 
reau plan has “a lot of merit” and 
urged that the delinquent lists be 
sent to all local banks at the same 
time they go out to members. 

“The problem is serious, too, for 
the major companies and for all other 
businesses dealing with farmers. 

“The oil jobber must decide which 
of two types of credit he'll extend 
to his farm customers. First is the 
short term, or accommodation type 
of credit. This is one of the greatest 
of selling tools, if properly used. 

“The other is production credit— 
the actual financing of the farmer. 
And this is where the oil man comes 
in. Too many of them have extended 
production credit over a long period 
of time. This is a job for the banker. 

“You may think you are doing a 
favor to your customer by letting 
him build up a-big account over a 
long period. But you aren't. Actually, 
this is a hardship on the customer 
because there always must be a day 
of judgment.” 

* 


South Dakota Jobbers 
Rap Stamp Monopoly 


If trading stamps are to be used by 
the oil industry, they should be made 
available to all marketers, not just a 
limited few, the South Dakota Inde- 
pendent Oil Men's Assn. decided at its 
annual convention in Sioux Falls Oct. 
12-13. 

No one should be permitted to en- 
joy a “monopoly” in trading stamps, 
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DEMONSTRATION... 
at the API Meeting! 


The new Gilbarco Electronic Tank Gauge will 
be demonstrated in actual operation at THE 
API MEETING in Chicago, Nov. 7-11. 


Place: Conrad Hilton Hotel 
Suite: 826-A 
Time: At your convenience 


As a new, effective means of controlling in- 
ventories and stock losses, this new develop- 
ment of electronic measurement merits your 
close inspection. Drop in at Suite 826-A at 
any time. 
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OPENING NEW 
HORIZONS IN 
ACCURACY! 


Now tank farms and refineries can maintain at least 100% greater 
accuracy with the new Gilbarco Electronic Tank Gauge. No other tank 
gauge today offers all these advantages for liquid measurement: 


* Accurate to 1/16 of an inch. * Can be used in any type of low 


* Exterior Installation and main- pressure tank. 
tenance, without taking tank out of 


* Can be supplied with automatic 
service. ; we 
switches and an instrument to indi- 
* Not affected by variations in cate the average temperature of the 


specific gravity or viscosity. product. 


* Remote reading equipment available for accurately 
transmitting temperature and liquid level data. 





A truly Electronic Tank 
Gauge — actually measures 
electronically, not with a 
float! 






































For assured accuracy... get all the facts on the 
new Gilbarco Electronic Tank Gauge today! 





r 


GILBERT & BARKER MANUFACTURING CO. 
West Springfield, Mass. 


Please send us complete information on 
the Gilbarco Electronic Tank Gauge. 


NAME 





COMPANY__ 





West Springfield, Mass. 
Toronto, Canada 


ADDRESS_ 





NN (eee 
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ASSOCIATIONS 


the resolution said. Everyone should 
enjoy the right to operate his business 
as he sees fit. But if this includes the 
issuing of trading stamps, all marketers 
should have opportunity to operate in 
the same manner. 

The association pointed out that 
“various advertising mediums, such as 
trading stamps in particular, have in 
many cases brought about costly price 
wars and unsound marketing condi- 
tions.” It urged that the state legisla- 
ture clear the way for trading stamps 
to become available to all. 





gn. HP-18- 20-24-30 
HINGED POLE 


Another resolution condemned the 
operation of post exchange service 
stations by the armed services, declar- 
ing that products are sold “at ruinously 
low prices, thereby causing price wars 
and working a hardship on adjacent 
private business.” 

Other resolutions: 

—Commended producers and re- 
finers “for curtailing production so as 
to be more in balance with demand” 
and recommended that “this practice 
be continued.” 

—Endorsed South Dakota’s current 





Model A.R. 600 
<— Pat. Pending 
An Area Lite 
using 6 100- 
watt Rapid-Start 

Tubes. 


Fixture can be 

adjusted to any 
position and tilted to 
any angle desired. 


One-Piece Heavy Gauge 
Aluminum Reflector —Cast 
Alloy Aluminum Ends and 
Support Arm and Bracket. 


SBP BBB BRRERR ESR ESE ESE ESE EEE 
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5600 VINE STREET 


.-+7Glo-rite lites 


to satisfy 
.-your needs 


> 


BABB BeBBBBSESEESESESE 


With a Complete 
Line of Service 
Station Lighting 
and Standards 


ENLARGED 


CAST STEEL BASE 


WSCAR PUILLIPS 


glo-rite lites 


MANUFACTURERS OF SERVICE STATION EQUIPMENT SINCE 1910 


CINCINNATI, OHIO 


* ommended 


1 
: 


“pay-as-you-go” policy for highway 
construction. The resolution favored 
the construction of new highways “as 
rapidly as possible” but opposed 
“bonding the state to accomplish it.” 

—Favored President Eisenhower's 
10-year highway construction program. 

—Opposed sales to commercial con- 
sumer accounts at prices equal to or 
below the jobber cost. 

—Reiterated the belief that new ser- 
vice station construction “is far in ex- 
cess of present day demand” and rec- 
that major companies 
“examine this program on the basis of 
economic justification rather than a 
race for gallonage.” 





New Officers 


Marion Van Wyk of Platte is 
the new president of the South 
Dakota Independent Oil Men’s 
Assn., succeeding R. L. Aden of 
Sioux Falls. 

A. J. Rhian of Yankton was 
elected first vice president; Earl 
G. Pieper of Aberdeen second 
vice president and T. A. Bonde 
of Hot Springs third vice 
president. 

New directors: Emmett Baud- 
er of Huron, L. L. Boehnen of 
Mitchell, and Marvin Curtis and 
Gail Lewis of Rapid City. 











Kentucky Jobbers Oppose 
Phillips Case Decision 


Kentucky Petroleum Marketers 
Assn. has gone on record against the 
Supreme Court decision in the Phillips 
Petroleum Corp. natural gas case. 

At the annual convention in Louis- 
ville, the Kentucky board of directors 
adopted a resolution calling on Ken- 
tucky congressmen “to support cor- 
rective legislation which will relieve 
field prices of natural gas of unneces- 
sary and dangerous federal regula- 
tion.” 

Under the decision, the Federal 
Power Commission has the authority 
to regulate prices in production and 
gathering of natural gas. 

The Association asserts that “regula- 
tion represents a backward step to- 
ward government control of private 
industry with the clear danger that the 
principle involved could spread to 
every industry and business, including 
all branches of the oil business, lead- 
ing the country down the road to 
nationalizing all forms of productive 
enterprise.” 
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Oil Products Storage Capacity Soars 46% 


Primary clean oil products storage capacity will have skyrocketed 
46% in six years by the year ending Dee. 31. 

But crude oil storage for the same period will be up only | mil- 
lion bbl. and residual storage capacity will have dropped about 15%. 


These facts come from a re- 
port compiled for the National 
Petroleum Council by a com- 
mittee under the direction of 
L. S. Westcoeat, Pure Oil Co. 

In the report, which was adopted by 
NPC, the committee noted that the 
“most interesting finding is again the 
very large petroleum storage capacity 
indicated as necessary to maintain nor- 
mal flexibility of industry operations.” 

Clean oil products storage will be 
up from 320 million bbl. in 1948 to 
an estimated 496 million bbl. by end 
of 1954, an increase of 176 million 
bbl. 

The first survey, of March 31, 1948, 
showed an average of 100 bbl. of 
storage capacity to every 41 bbl. of 
crude oil and products inventories held 
in steel storage or reservoirs. The 
second survey, of Oct. 31, 1950, 
showed an average of 100 bbl. of 
capacity to every 45 bbl. of inventory. 
In the 1952 study the relationship was 
the same. This year, figures show 47 
bbl. of inventory to each 100 bbl. of 
capacity. 

The committee emphasized “that in 
no sense can the difference between 
inventories and capacities herein 
shown be taken as an indication of 
available storage space. The industry 
must enjoy complete flexibility at all 
times if normal operation of its far 
flung transportation, manufacturing 
and distribution systems is to prevail, 
and if supplies to consumers are to be 
delivered efficiently and on schedule.” 

The committee added that surveys 
“have definitely confirmed what indi- 
vidual long term operating experience 
has indicated —that relatively low 
ratios of actual inventories to total 
storage capacity in service is essential 
if difficulties in processing, handling 
and distribution are to be avoided, and 
if the industry is to operate efficiently 
and well.” 


Total clean, crude and residual 
storage is expected to climb from 860 
million bbl. in 1948 to 1,020 million 
bbl. by end of 1954, the report 
showed, with crude up to 418 million 
bbl. and residual storage down about 
17 million bbl. to 106 million bbl. 


CRUDE OIL 


Total capacity for storage of crude 
oil in tanks above ground (425 
million bbl.) was down slightly from 
1952. This includes almost 10 
million bbl. of reservoir storage in 
California, a decline in this type of 
four million bbl. 

Total crude oil in tanks and all 
other facilities (including pipe lines, 
tankers, etc., but not producers’ lease 
stocks) was 244 million bbl. 

Amount in tanks alone was 195 
million bbl.—thus indicating above 
ground storage to have been 46.7% 
full. (Much of the reported tankage is 
in areas where it is not currently avail- 
able for use, and some of it not sus- 
ceptible to relocation elsewhere be- 
cause of its condition. Still other 
portions are available only for limited 
use.) 

Approximately 49 million bbl., or 
about 19.2%, of all reported crude 
are constantly required as main trunk 
and tank farm pipe line fill (44.3 
million). 

Average required fill for tankers, 
barges, tank cars and trucks hauling 
crude is 4.5 million. 

Over 76 million bbl., not including 
line fill shown above, are required to 
assure continuous operation of pipe 
lines and as crude tank bottoms, while 
41 million are required to assure con- 
tinuous processing and handling and 
blending of crude produced in U.S. 
and processed in refineries. 

Combined total of all unavailable 
stocks of crude amounted to about 


68% of all of crude in storage as of 
March 31. 

Companies that submitted figures 
to the survey had in their manufac- 
turing, storage and distribution sys- 
tems about 251 million bbl. of clean 
products, including gasoline, kerosine 
and distillate fuel oil, on March 31. 
(Figure shown is 97% of all of clean 
products all companies reported to 
Bureau of Mines as in storage coun- 
try-wide on that date.) 

Total storage capacity as of March 
31 was 467 million bbl., of which 231 
million bbl., or 49.6%, was full. 

About 92 million bbl., or 36.5%, 
of reported inventories were unavail- 
able for shipment. Included are 12.7 
million bbl. required for pipe line 
fill and 7.2 million bbl. average un- 
available in transit by tanker, barge, 
tank car and truck. Balance of un- 
available stocks is composed of 
amounts required as tank bottoms, 
unavailable unfinished, amounts in re- 
finery lines and operating equipment, 
pipe line operating requirements, etc. 


RESIDUAL FUEL OIL 


Of the combined residual fuel oil 
storage capacity of 99 million bbl., 
50 million was in California (includ- 
ing 32 million bbl. in reservoir stor- 
age). 

Storage held 42 million bbl. of 
product (42.6% full). 

Of total reported inventories, about 
14.4 million bbl. were unavailable for 
shipment to market because they had 
to be retained in order that residual 
operating facilities could continue to 
function. 

Report also showed total of 5,484.,- 
700 bbl, of underground storage being 
used in U.S. for liquefied petroleum 
gas, broken down as follows (in bbl.): 

East Coast 19,000; Ind.-IIL-Ky. 
565,100; Okla.-Kans.-Mo. 536,100: 
Texas Inland 2,175,900; Texas Gulf 
655,400; Louisiana Gulf 32,900; 
Ark.-La. Inland 748,300; New Mexi- 
co 232,000; Other Rocky Mt. 420,- 
000; California 100,000. 





Unavailable Inventories 


Storage Changes 
(In millions of bbl.) 
June 30—=—_ Mar. +31 


(In millions of bbl.) 
Mar. 31 June 30 
1948 1950 1952 1954 
Crude 132.9 142.4 150.9 166.6 
Clean 75.2 74.0 87.0 91.8 
Residual 20.8 16.2 15.8 14.4 
Total 228.9 232.6 253.7 272.8 


Mar. 31 Mar. 31 Mar. 31 
1948 1950 
416.7 432.3 
319.8 348.1 
123.4 106.1 


859.9 886.5 


Mar. 31 
1954 
429.4 424.9 
425.5 467.0 
103.6 98.9 
958.5 990.8 


Dec. 31 
1954 
417.6 
496.0 
106.1 
1,019.7 


1952 
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Now in Production! 


WORLD’S FINEST 
BATTERY VALUE... 


IN ALL POPULAR 
GROUP SIZES 


Weadth<ermaster 


WITH 


CLIMATE IN WILLARD HISTORY... 


COMBINING THE TWO MOST 
SENSATIONAL BATTERIES 


— @ The POWERFUL 
Super Master 
@ The REVOLUTIONARY 
Weathermaster 


Adjusts its Power at the turn of this key 


DON'T WAIT...CALL YOUR WILLARD DISTRIBUTOR WOW! 
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TIRES—BATTERIES—ACCESSORIES 


Campaign Pushes 


For the first time an over-all 
advertising campaign is support- 
ing private brand antifreezes in 
general. Sponsor of the cam- 
paign is Dow Chemical Co., Mid- 
land, Mich., packager of glycol- 
type antifreeze under private 
brands, including several oil 
company brands. 

Promotion is carried direct to the 
consumer on the Dave Garroway TV 
show on NBC four times a week. 
On this program consumers are told 
about the need for complete cooling 
system maintenance and about the 
advantages of getting the job done 
early. 

Garroway recommends that the 
car owner go to his regular service 
station and have his dealer put in the 
brand of all-winter glycol antifreeze 
bearing the name of the company 
whose products he handles. 

Also, trade advertising urges deal- 
ers to solicit cooling system work 
early as a means of avoiding the last 
minute rush, and as an opportunity 
to pick up extra profits through the 
sale of related items. 

Backing up the consumer and 
trade advertising, Dow has a dealer 
training sound slide-film on cooling 
system maintenance. Dow also makes 
available a small leaflet which out- 
lines the sales approach a dealer can 
use to tell his customer why he 


Antifreeze Sale 


RUST RUINED THIS ENGINE 
WILL YOURS BE ll? 


ANTIFREEZE PROMOTION is being keyed to an over-all effort featuring TV, radio 
and newspapers. Dow is sponsoring the campaign 


should have his _ cooling 
checked twice a year. 

Dealer check lists are also avail- 
able. They are printed on narrow 
3'2-in. x 8%-in. strips of paper and 
contain blank spaces to be checked 
off for each step in a cooling system 
inspection, plus a check of battery, 
oil, tires and windshield wiper. 

In addition Dow has provided 
large window posters for dealer use 
showing views of rust-clogged water 
jackets with headlines warning against 
the danger of cooling system neglect. 


system 


Another example of the extra steam 
being put behind antifreeze selling 
this year is a 16-millimeter sound and 
color film which has been made avail- 
able by Commercial Solvents Corp., 
260 Madison Ave., New York 16, 
N.Y. 

Title of the film is Your Moving 
Targets. It is the story of a young 
service station operator just going into 
business, who builds a profitable anti 
freeze business by overcoming cus- 
tomer sales resistance, cut-rate prac- 
tices and antifreeze reuse. 





Lamp Sales Charted 


Complete sales flow tables on auto- 
motive lamps, including sealed beams 
and flashlight bulbs, based on sales 
during the first six months of this 
year, have been prepared by Tung- 
Sol Electric, Inc., Newark, N.J. 

In addition, Tung-Sol has worked 
out recommended dealer stocks for 
stations above and below 10,000-gal. 
volume; and recommended 60-day 
stocks for warehouses with a $5,000 
to $10,000 (list value) annual vol- 
ume, and for warehouses doing more 
than $10,000 annual volume. 


AP Parts Expanding 


Another step in the current expan- 
sion program of AP Parts Corp., 
Toledo, is the acquisition of the 
Belond Manufacturing Corp., and the 
Southern California Muffler Corp., 
both of Culver City, Calif. Both will 


be operated as wholly owned sub- 
sidiaries of AP Parts, and will be 
managed by J. S. Belond, president. 

AP also has bought the assets of 
Asco Bending & Manufacturing, Inc. 
and Mello-Tone Mufflers, Inc., both 
of Los Angeles. Manufacturing oper- 
ations of both concerns will be 
merged with the Belond organization 
Purpose of these moves is primarily 
to give AP West Coast manufacturing 
facilities. 


Bridgeport Builds Plant 


The Bridgeport Thermostat Div. of 
Robertshaw-Fulton Controls Co. is in 
the process of building a $2 million 
plant in Milford, Conn., six miles 
from the heart of downtown Bridge- 
port. It is another step in the com- 
pany’s expansion program which since 
the first of the year has added new 
facilities or begun construction at Ir- 
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win and Indiana, Pa., Anaheim and 
Long Beach, Calif., and 
Canada. 


Toronto 


Gould Plans Factory 


A new plant is going up for Gould 
National Batteries, Inc., on a 20-acre 
tract in Antioch, Calif. It will have a 
capacity of 300,000 automotive and 
industrial batteries a year. 


Armstrong Has Tubeless 


Another contender in the tubeless 
tire replacement market is Armstrong 
Rubber Co., West Haven, Conn. It’s 
called the Armstrong Miracle Tube- 
less Tire. A Butyl rubber liner inside 
the casing takes the place of a tube 
in conventional tires. The new tire 
employs the same tread characteristics 
as Armstrong’s Miracle Tire line, in- 
troduced about two years ago. One 
of the chief talking points is the 
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elimination of tire squeal when turn- 
ing corners. The new tubeless will be 
made in both black and white side- 
walls, in four sizes: 6.70-15, 7.10-15, 
7.60-15 and 8.00-15. 





Puncture-Seal Tube Out 


Amid all of the excitement over 
tubeless tires, U.S. Rubber has not 
forgotten that there is still a market 
for puncture-sealing tubes, and has 
introduced a new, light-weight model. 
It’s known as the U.S. Royal Master 
Seal, and has a plastic sealant that 
does not flow or bunch up to cause 
out-of-balance tires. 


Rubber Battery Separators 


Canadian Oil Companies, Ltd. has 
adopted Peerless microporous rubber 
separators for its entire line of bat- 
teries. The White Rose line includes 
Group I batteries on four price levels: 
120 A.H., 110 A.H., 100 A.H. and 
80 A.H. All will now have rubber 
separators. 


L. J. Aubrecht 
has been ap- 
pointed sales ex- 
ecutive by Dun- 
lop Tire and 
Rubber Corp. in 
Buffalo, N.Y. 
Aubrecht was for- 
merly with Ebas- 
co Services, Inc., 
as marketing con- 
sultant. In_ his 
new position, he 
will do research on industry trends, 
economic conditions and consumer 
buying habits. He will also assist in 
developing and co-ordinating the com- 
pany’s over-all sales program and 
marketing policies in the vehicle tire 
field and foam rubber division. 


L. J. Aubrecht 


38 


Frank J. Ken- 
nedy, vice presi- 
dent and_secre- 
tary of The 
Electric Auto-Lite 
Co., has been ap- 
pointed admini- 
strative assistant 
to Auto - Lite 
President James 
P. Falvey. Ken- 
nedy joined 
Moto-Meter Co., 
Inc., of New York in 1921 and be- 
came auditor of the firm in 1929. 
When Moto-Meter merged with Auto- 
Lite in 1934, Kennedy came to Auto- 
Lite’s Toledo offices as auditor. He 
became a vice president in 1953. 

e 

Herman J. Staggenburg is the new 
manager of Delco battery operations 
for the Delco-Remy Division of 
General Motors Corp. He succeeds 
H. E. Nye, who will continue with the 
company in a consulting capacity. 
Staggenburg will be responsible for 
over-all direction of Delco battery 
plants at Muncie, Ind., New Bruns- 
wick, N.J., and Anaheim, Calif. A 
veteran of 35 years with Delco-Remy, 
Nye becomes executive assistant to the 
general manager. 

In other Delco-Remy changes, T. L. 
Kendall has been made director of 
battery engineering and replacement 
sales. A. C. Stanley has been ap- 
pointed works manager in charge of 
manufacturing operations in the three 
plant cities. Stanley will be succeeded 
as manager of the New Brunswick 
plant by George P. Dick. 

e 

Harold L. Danziger, formerly man- 
ager of the R. M. Hollingshead Corp. 
Special Brands Division, has been 
promoted to group manager in charge 
of the Automotive, Special Brands 
and Universal Divisions. Danziger 
started with Hollingshead in 1946 
as a district manager in the Auto- 
motive Division. In 1950 he was ap- 
pointed account manager in the 
Special Brands Division, and two 
years later headed the division. 

The Special Brands Division is a 
supplier of automotive chemicals, 
such as radiator compounds, brake 
fluids, polish, etc., to customers who 
market them under their own brands. 

7 


F. J. Kennedy 


G. B. Newman, former manager of 
Goodyear’s Philadelphia district, has 
become assistant to the president of 
Kelly-Springfield Tire Co., Cumber- 
land, Md. Newman, who began his 
career with Goodyear in 1928 at Los 
Angeles, has held the Philadelphia 
post since 1950. 


In another Kelly-Springfield change, 
Roger B. Ryan, former San Francisco 
district manager, is now the company’s 
Western division manager. Ryan be- 
gan his contact with the tire industry 
in 1930, as an independent tire dealer 
in San Mateo, Calif. He joined the 


Kelly sales organization in 1941 as a 
territory representative, and went to 
the San Francisco post in 1945. 


A. J. Cheponis D. W. Cunningham 

A. J. Cheponis, manager of Seiber- 
ling Rubber Co.’s budget sales depart- 
ment, is the new manager of the 
Denver sales district, succeding A. C. 
Hudson, who has become a truck tire 
engineer in Seiberling’s Dallas district. 
D. W. Cunningham replaces Chaponis 
as manager of the budget sales de- 
partment. 

a 

William C. Lee is the new assistant 
sales manager for replacement pro- 
ducts at AC Spark Plug Division of 
General Motors. His appointment is 
another step in a general expansion of 
AC’s sales program under Edgar H. 
Francois, manager of replacement 
sales. AC has a line of some 30 re- 
placement products, headed by AC 
spark plugs, oil filters and fuel pumps. 
Lee has been in the company’s field 
sales force since 1946, following a 
tour of duty in the U. S. Navy. He is 
a graduate of the Wisconsin School of 
Business Administration. 
. 

John J. Higgins 
has become Oma- 
ha district field 
manager for the 
Associated Tires 
and Accessories 
Division of The 
B. F. Goodrich 
Co., Akron, Ohio. 
Higgins served 19 
years as TBA di- 
rector for the K-T 
Oil Corp., El Do- 

rado, Kan., prior to his Goodrich ap- 
pointment. He lives in El Dorado, 
where he is a Kiwanian and a member 
of the Elks Club. Higgins attended El 
Dorado Junior College. 


J. L. Higgins 
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A MESSAGE TO AMERICAN 


INDUSTRY ONE OF A SERIES 


Next Steps in Atomic Progress... 
A Challenge to American Industry 


The purpose of this editorial is to throw light 
on the significance for American industry of 
recent changes in the statutes that control the 
development of atomic energy. 


The need for clear light on the meaning of 
this new legislation is made more urgent by 
the political confusion and distortion that 
marked its course through Congress. The po- 
litically inspired charges of “giveaway” that 
delayed its passage — charges that were almost 
totally unrelated to the legislation itself — 
helped to obscure the vital importance of the 
step finally taken by Congress. 

In sober, post-Congressional fact, the prin- 
cipal significance of the new atomic legislation 
is that it extends to private enterprise respon- 
sibility for the development of peaceful uses of 
atomic energy, whereas heretofore this re- 
sponsibility has rested in a tight government 
monopoly. And this extension is made on 
terms that emphasize the responsibility 
far more than they open any opportunity 
for economic gain in fulfilling it. The re- 
vised Atomic Energy Act provides that: 


1. Industry may now own and operate its 
own nuclear reactors, under license from the 
Atomic Energy Commission. And it may build 
and sell nuclear reactors for export. 


2. Industry may use — but not own — nuclear 
materials at the discretion of the Atomic Energy 
Commission. 


3. The Atomic Energy Commission will 
make available to industry scientific knowledge 
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that may be useful in developing peaceful ap- 
plications of nuclear energy. 


4. For the first time, industry will have the 
right to patent inventions in the field of non- 
military nuclear energy. However, “basic” dis- 
coveries must be made available to all compa- 
nies in the field for a period of five years, after 
which they, too, will revert to normal patent 


status. 


Two Kinds of Know-How 


These provisions, despite the imposed limi- 
tations, represent the first positive step toward 
development of nuclear energy for peaceful 
applications in the United States. Potentially 
useful knowledge, previously locked in the 
minds of government scientists, will now be 
available to all those who are willing and able 


to put it to work for the good of mankind. 


The advantages to be gained from enlisting 
the talents of American industry in the devel- 
opment of peaceful atomic applications are 
imposing. As The (London) Economist, Eu- 
rope’s leading economic journal, recently re- 
marked, “The atomic scientists are in a position 
to surmise how atomic energy can be applied... 
but they lack the specialized knowledge of en- 
gineering design and operating technique just 
as industry itself lacks atomic knowledge.” 
Now the engineers of private industry need no 
longer lack the atomic knowledge, and there is 
granted to them at least a restricted freedom 
to apply it to the solution of their engineering 
and operating problems. 





But the new opportunity for private 
industry to find constructive uses for the 
science of nucleonics carries with it a 
grave responsibility. These uses must be so 
developed that they will benefit the people of 
all the free nations. It is essential that the 
United States, which pioneered in developing 
lethal uses for atomic fission, demonstrate to 
the world our paramount interest in its peaceful 
application. It would be a moral set-back to the 
free world almost beyond calculation if the 
Communists should be able to offer to the 
poorer nations of the world the benefit of low 
cost atomic power—provided by Communist 
technicians — while we concentrate primarily 
on building our stockpile of atomic and hydro- 
gen bombs. 


Race For a Peaceful Victory 


Most of the experts are agreed that it may 
be many years— perhaps ten, fifteen or more 
—before the cost of electricity from atomic 
fission can be reduced to a level that will make 
it competitive with conventionally produced 
power in most regions of the United States. 
But most of the world is not nearly so fortunate 
as we are in power resources. Electricity, even 
at a cost far higher than the average that pre- 
vails in the United States, would be a blessing 
in many countries, and the nation that provides 
the technology to bring it into being will score 
a great moral victory. 

The useful potential of nuclear energy is not 
restricted to the generation of electric power — 
although twenty years from now this use will 
be highly important to the power industry of 
the United States. Even with the limited re- 
search that has been done in this field thus far, 
the use of radioisotopes — the radioactive prod- 
ucts of atomic reactors — is saving American 
industry an estimated $100 million a year. 
Commissioner Campbell of the AEC, who made 
this estimate, believes that these savings may 
well reach $1 billion a year within ten years. 
Radioisotopes are already at work in industries 
ranging all the way from paper manufacturing, 


where they measure paper thickness, to pipeline 
transportation, where they mark the dividing 
lines between shipments of different products 
(at an estimated saving of $500,000 a year). 
Medical applications of these same radioiso- 
topes hold promise of longer and more com- 
fortable lives for those who are stricken by 
cancer and other diseases. 


Above All a Challenge 


The new Atomic Energy Act is a crucial 
stride toward the day when all these benefits 
—and undoubtedly others not yet revealed by 
research — will be realized. But it is a step 
that is essentially permissive. It still leaves it 
to private industry for the most part to decide 
what is to be done and how soon. 

The new act is thus, above all, a chal 
lenge. It confers on private industry the re- 
sponsibility to assume a leading role in the 
development of peaceful uses for nuclear 
energy, a step long urged by NUCLEONICS, 
a McGraw-Hill magazine devoted to atomic 
energy. To achieve a success in this task that 
will measure up to the requirement of the na- 
tional interest, this development must command 
all the resources and ingenuity that private 
enterprise can apply—and do so without 
promise of glittering prizes surely to be won. 
But now that the responsibility has been 
defined and the challenge offered, Amer- 


ican industry will, we believe, measure up 
to its grave and mighty import. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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SIGN CLINIC was conducted by Harry W. Brooks, president 
and sales manager of Plasti-Line, Knoxville signmakers, as- 
sisted by Bruce M. Edwards (left) secretary-treasurer, brother- 
in-law, and Ralph P. Brooks (standing), vice president 


Oil Marketers Testing 


Continental Oil Co. has just completed a transition from porcelain 
enamel to plastic for its primary station-identification signs, the com- 


pany disclosed last week. 


Standard of Indiana has started a major test program, using plas- 


tic signs along a 200-mile stretch 
of Route 66 between Chicago and 
St. Louis. Many sizes of signs and 
letters are being evaluated. Ob- 
ject of this program is to deter- 
mine the proper size and place- 
ment of signs for specific condi- 
tions. 

Gulf Oil Corp. has decided to test 
plastic identification signs and plans 
to send samples to field personnel for 
their reaction. 

These disclosures were made at the 
third annual identification sign clinic 
sponsored by Plasti-Line, Inc., plastic 
sign manufacturers, at Knoxville, 
Tenn. 

“Purpose of the clinic is to de 
velop more knowledge of the need 
and practical use of outdoor illumi- 
nated signs through an informal ex- 
change of ideas with people who are 
in the know,” said Harry W. Brooks, 
president and sales manager of Plasti- 
Line. 

Emphasis was on plastic signs, since 


the conference was staged as a sales 
promotion program as well as an in- 
formational clinic. The majority of 
the 100 sign specialists attending were 
from oil companies. 

The clinic members discussed: use, 
appearance, design, lighting, mainte- 
nance, durability and financing prob- 
lems. 


USE 


C. B. Popkin, co-ordinator of mar- 
keting construction, design and layout, 
Conoco, said his company began using 
plastic signs about a year ago and has 
finished the transition from porcelain 
enamel. He said that dealer accept- 
ance “is growing by leaps and 
bounds.” 

Walter M. Thomas, Coca-Cola, At- 
lanta, Ga., said his company switched 
to plastic last year for its primary 
signs. Two reasons for it were better 
trademark reproduction and lower 
maintenance costs, he said. 
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USE AND CARE of plastic identification signs were the prin- 
cipal topics of the Knoxville sign clinic. Conoco, Gulf and Stand- 
ard of Indiana told of new programs using signs like this one 
Shell has adopted nationally 


New Plastic Signs 


Coca-Cola uses plastic enamel at 
its secondary locations. It is not re- 
placing porcelain enamel which is still 
larger than the total plastic program, 
he said. 

J. H. Bassler, Firestone Tire and 
Rubber, Akron, said his company 
hasn’t gone all out for plastic but is 
trying a combination. Bassler said he 
doesn’t believe plastic will replace 
poreclain enamel or neon. The ideal 
will be a combination, he remarked 


APPEARANCE 


Thomas declared that plastic has 
produced a Coca-Cola trademark re- 
production the company couldn't get 
any other way. He said he thinks plas- 
tic improves the daytime appearance 
and gives truer colors at night. 

Neon signs are brilliant while plas- 
tic signs have a soft appearance by 
contrast, he said. He thought they 
were more effective by that contrast 
because of the amount of neon signs. 

Popkin expressed his belief that 
daytime appearance of plastic signs 
is as important as their after-dark ap- 
pearance. 

R. A. Niles, manager of the con- 
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struction and engineering department 
of Standard of Indiana’s sales depart- 
ment, said from this company’s stand- 
point, the night-time appearance is 
the main reason for the rapidly grow- 
ing use of plastic signs by the petrol- 
eum industry. 


DESIGN 


Popkin said Conoco’s experience in 
designing Plexiglas signs proved that 
the principles used for non-plastic 
signs do not apply and that fresh de- 





sign approach is necessary to take full 
advantage of the attention-attracting 
possibilities of plastic signs. 

Design possibilities have only begun 
to be explored, said Popkin. He said 
he would like to see plastic sign faces 
that have the same luminous, spark- 
ling appearance in daytime as at night, 
for example. 


LIGHTING 


Robert T. Dorsey, lamp division, 
General Electric, Cleveland, Ohio, 
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ARE HANDLING A VARIETY OF LIQUIDS AND 


SEMI-SOLIDS EFFICIENTLY AND 


ECONOMICALLY 


Volatile and viscous liquids and many corrosive or 
mildly abrasive liquids and semi-solids can be han- 


dled successfully by Blackmer Pumps. 


Sliding vanes and swinging vanes are self-adjusting 
for wear, easily replaced and furnished in materials 


designed to withstand the pumpage. 


Replacement of the liner renews the pump. 
Furnished with mechanical shaft seal or chevron 
packing, Blackmer positive displacement pumps are 
available in capacities from 5 to 1500 G.P.M. 


CUT MAINTENANCE AND REPLACEMENT COSTS! 


ELIMINATE OUT OF SERVICE DELAYS _ 


Twenty years of continual service is 
not unusual for a Blackmer Pump. 
When it is necessary to replace the 
liner or vanes, any mechanic can do 
so in a matter of minutes. 


IN HAND PUMPS AS IN POWER PUMPS... 


BLACKMER PERFORMANCE SPEEDS 


LIQUID MATERIALS HANDLING 


Self-priming with high suction lift, Blackmer 
Hand Pumps are ideally suited for plant 
use where spilling of liquids may prove 
dangerous as well as wasteful. Available 


in capacities from 7 to 28 G.P.M. 


liquid materials handling” 


BLACKMER 





INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e SAN FRANCISCO 


See Yellow pages for your local sales representative 
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recommended dark letters against a 
light background as best for general 
effect because this combination pro- 
vides the greatest area of brightness. 

Dorsey stressed the importance of 
letter design in providing legibility for 
a message. As a general rule, he said, 
the distance in feet at which letters 
should be legible, divided by 500-600, 
determines the height of letters. 
Strokes of letters should be 4 to 1.7 
the letter height. 

Dorsey explained that a formula 
of lamp-spacing, number of lamps and 
intensities has been worked out for 
individual locations where specific re- 
quirements of visibility, legibility and 
competition are known. It would be 
difficult to apply that formula to signs 
produced in quantities. On quantity- 
produced signs, all possible conditions 
and locations must be considered dur- 
ing the design. 


MAINTENANCE 


Thomas (Coca-Cola) said mainte- 
nance of plastic signs was no problem 
and was cheaper than neon signs. He 
declared they maintain several hun- 
dred more signs at less cost than four 
years ago. 

In one area, a crew of two window 
washers and one electrician maintains 
the signs. Previously a crew of three 
electricians was used. For preventive 
maintenance, signs are washed with 
soap and water, then waxed. 

Niles (Indiana Standard) stated the 
important thing to look for is econ- 
omy in terms of long-term low main- 
tenance costs, not in initial cost. 


DURABILITY 


Ralph Brooks, Plasti-Line, declared 
that he has never heard of a plastic 
sign breaking down because of 
weather. 

Regarding color stability Harrison 
(Coca-Cola) said the company tested 
one sign seven years at a 45-degree 
angle—the equivalent of 16 years at 
normal placement. The red darkened 
only 2%, said Harrison. Fading is 
usually the problem with colors. 


FINANCING PROBLEMS 


Because a large-scale sign program 
represents a large outlay, financing is 
a problem, several representatives 
stated. 

Three ways of financing the signs 
are sale, rental and lease. Bassler 
(Firestone) said his company sells its 
signs to dealers. 

Conoco rents its signs for $6.50 a 
month, that charge covering mainte- 
nance. Popkin said his company 
hasn’t had enough experience to de- 
termine whether that figure is ade- 
quate. 
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Quick Guide to Packings 


Packing recommendation for gas- 
kets, valve stems, centrifugal and re- 
ciprocating pumps handling oil and 
other products can be determined in 
a few seconds with a new “Packing 
Selector.” A revolving-disc guide lists 
packings according to the four appli- 
cations and products handled. On the 
back is a list of sizes in which the 
various packings are available. New 
York Belting & Packing Co. 


Circle No. 1 on Reply Coupon 


Versatile Power Tool ; 


A new power unit called a “Power 
Slave” is designed to serve as a gener- 
ator, pump, air compressor or sprayer. 
The manufacturer says it can be con- 
verted from one application to another 
with no tools, in 60 seconds. Some of 
the service station jobs listed for the 
unit are tire inflation, paint spraying 
and pump operation in event of a 
power failure. The unit comes in two 
models—one equipped with a 2.5-hp 
engine and the other with a 6-hp en- 
gine. Master Mechanic Mfg. Co. 


Circle No. 2 on Reply Coupon 


Tank Fill Warning 


A vent signal for basement or 
underground tanks warns the fuel oil 
route man when the tank is full. The 
device, adaptable to 1%-in. or two-in. 
tank openings, whistles until the tank 
is full, then shuts off automatically. 
The signal is made of rust-proofed 
gray cast iron. It has been sold in 
Canada the past two years as the 
York Vent Signal. A. B. Carlson & 
Co., Inc. 


Circle No. 3 on Reply Coupon 


Stickers Sell Safety 


Lubrication and oil change stickers 
have been given a new twist. The new 


version, called “Saverstick,” includes 
a safety motto in addition to the reg- 
ular space for oil and lube mileage in- 
formation. The stickers, designed for 
application on the edge of the left 
front car door, reflect the headlights 
of approaching cars when the door is 
open after dark. They come in sets of 
24, each carrying a different safety 
message. Safety Service Sticker Co. 


Circle No. 4 on Reply Coupon 


Power Take-Off Unit 


A recently introduced three-speed 
auxiliary now comes equipped with a 
built-in, variable speed power take-off 
for running tank-truck pumps and 
other jobs. The unit is designed for 
mounting under the truck cab, to pro- 
vide a shorter wheelbase and easier 
access to the drive. Truckstell Mfg. 
Co. 


Circle No. 5 on Reply Coupon 


Explosion Insurance 


A combustion control system de- 
signed to protect commercial user of 
oil and gas burning systems from ex- 


plosion hazards works through a 
flame-sensitive cell that visually moni- 
tors oil and gas, main and pilot flames. 
It shuts off all fuel from two to four 
seconds after the flame goes out, and 
programs automatically the start-up, 
operating and shutdown cycle of the 
burner. Combustion Control Div., 
Electronics Corp. of America. 


Circle No. 6 on Reply Coupon 


Rescue Kit for Fires 


A special fire rescue kit for truckers 
is one of the packages being offered 
by a manufacturer of aluminized as- 
bestos clothing. The kit contains a fire 
blanket, hood and gloves for emer- 
gency operations. The lightweight fire 
protection material has a _ polished 
aluminum surface desigr.ed to reflect 
up to 90% of the radiant heat from a 
fire away from the wearer. Industrial 
Safety Specialties Co. 

Circle No. 7 on Reply Coupon 


LITERATURE 





On Centrifugal Pumps 


Details on a line of self-priming 
centrifugal pumps—specifications, ap- 
plications and sizes—are included in 
a new bulletin. Information also is 
given on component parts, character- 
istics and ranges of application. A 
comprehensive chart of pump models 
lists their dimensions in inches. Worth- 
ington Corp. 

Circle No. 8 on Reply Coupon 


Turbine Pump Bulletin 


Smithway turbine pumps are cov- 
ered in an eight-page bulletin. Char- 
acteristic curves, detailed descriptions 
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of the principal components and draw- 
ings showing typical applications are 
included in the bulletin. Pacific Coast 
Works of A. O. Smith Corp. 


Circle No. 9 on Reply Coupon 


About Displays 


A catalog of outdoor service station 
and garage display material is now 
available. It describes and illustrates 
ready-to-install display items of all- 
weather paper, cloth and plastic, such 
as banners, flag pennants, aluminum 
spiral pennants, posters, letter-banners 
and flourescent displays. The catalog 
also offers ideas for openings, birth- 
days, new product promotion, holi- 
days and other seasonal sales pro- 
grams. The Pratt Poster Co. 


Circle No. 10 on Reply Coupon 


Tank Trailer Manual 


A 31-page manual on the repair and 
use of tank trailers has been released 
in loose-leaf form and will be en- 
larged by additional pages as informa- 
tion becomes available. The illustrated 
booklet is a combination manual and 
handbook containing data on the re- 
pair of tanks and handling of various 
tank cargoes, including flammable 
liquids, acids and corrosive liquids, 
compressed gases, poisonous materials 
and explosives. Fruehauf Trailer Co., 
Service Dept. 

Circle No. 11 on Reply Coupon 


Tractor Lube Chart 


A new edition of “Approved Lubri- 
cation for Tractors” uses, diagrams, 
illustrations and easy-to-read explana- 
tions in chart format to provide a 
guide for farmers who service their 
own tractors and for oil company men 
with farm accounts. About a hundred 
Canadian and American wheel- and 
track-type models are covered. Chek- 
Cahrt Corp. 

Circle No. 12 on Reply Coupon 


New Brochures Out 


A new series of brochures covers 
the Barco line of oil marketing equip- 
ment. Included is literature on the 
company’s swing joints for tank truck 
loading operations, flexible ball joints 
for tank loading and other oil appli- 
cations, plus several other pieces of 
equipment. Barco Manufacturing Co. 


Circle No. 13 on Reply Coupon 


Lift Truck Described 


A four-page bulletin describes a 
low-lift electric platform truck on 
which a “Dead Man Control” auto- 
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matically cuts off power and applies 
brake when the operating handle is 
in either full up or down position. 
Capacities are 4,000 and 6,000 Ib. 
Materials Handling Div., Yale & 
Towne Manufacturing Co. 


Circle No. 14 on Reply Coupon 
Liquid Seal for Vents 


A series of pamphlets describes ap- 
plication of the “ConserVent” liquid 
seal unit for oil product tank vents. 
The manufacturer says the mechani- 
cally operated liquid seal keeps evap- 
oration losses at a minimum and costs 
little to maintain. The vent seal units 
are designed for use at service sta- 
tions, bulk plants and other oil stor- 
age operation. Conservation Equip- 
ment Co. 


Circle No. 15 on Reply Coupon 
Rust-Inhibiting Primer 


An antirust primer designed for ap- 
plication directly over rust is de- 
scribed in a new brochure. When ap- 
plied to rusted surfaces it is said to 
change rust to an inert, hard sub- 
stance. When it dries, the manufac- 
turer says, rust action is stopped and 
the paint bonds firmly to the metal 
surface. Rusticide Products Co. 


Circle No. 16 on Reply Coupon 


Valve, Strainer Data 


A catalog section covers the Ed- 
ward line of relief valves and strainers, 
used in piping operations. The sheet 
contains dimensions and design de- 
tails, plus tips on installation and 
maintenance. Edward Valves, Inc. 


Circle No. 17 on Reply Coupon 
Steel Tanks Cataloged 


A catalog of steel products includes 
a section covering a full line of oil 
storage tanks. Included are under- 
ground tanks, horizontal and vertical 
above-ground units, farm tanks, two 
models of skid units and residential 
basement tanks. Modern Welding Co., 
Inc. 
Circle No. 18 on Reply Coupon 


PERSONALS 


Thaer Benjamin moves up to the 
managership of General Control Co.’s 
Salt Lake City sales office. Benjamin 
formerly was connected with the Los 
Angeles sales office of the company, 
which manufactures automatic controls 
for heating, air conditioning and other 
applications. 


e 
Richard L. White has been promoted 


by Blackmer Pump Co. and John D. 
Fansler has joined the company. 
White moves up from division en- 
gineer out of the New York office to 
manager of the Philadelphia district 
office. Fansler will manage the com- 
pany’s north central division. The 
division office is in Chicago and it 
covers Illinois, Indiana, Wisconsin, 
Iowa, Missouri, Minnesota, Nebraska, 
North Dakota and South Dakota. 

1. 

A. F. Zum- 
brink, vice presi- 
dent and general 
manager of Oscar 
Phillips Co., Cin- 
cinnati manufac- 
turer of lighting 
facilities, has 
formed a new 
equipment distrib- 
utorship in Cin- 
cinnati. The new 
firm is_ called 
Equipment Asso- 

ciates, Inc. Zumbrink has been sales 
manager of Bowser, Inc., and the 
oil marketing division of Dayton 
Pump Co. during his 25-year asso- 
ciation with oil marketing. He is a 
member of the American Petroleum 
Institute and several oil men’s clubs. 
He will continue to live on his farm 
near Dayton. 


A. F. Zumbrink 


D. L. Sanders R. M. Fraser 


Donald L. Sanders, Richard M. 
Fraser and Ted C. Bauck are new 
district sales representatives in the 
Gorman - Rupp Co. organization. 
Sanders will cover the Middle Atlantic 
area, Fraser the northeastern U.S. and 
Bauck five Midwest states for the pump 
manufacturing company. Sanders will 
live in Washington, Pa. Fraser lives in 
Needham, Mass., and Bauck in Park 
Forest, Ill. 

* 

B. B. Bains, assistant secretary and 
advertising manager of Buckeye Iron 
& Brass Works, Dayton, Ohio, has 
been granted an indefinite leave of 
absence. His advertising duties will 
be taken over by Ray O. Comp, sales 
manager of the company. Bains has 
been associated with the company 
since 1930. 
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Earl H. Bodin- 
son moves to the 
New York City 
offices of Ham- 
mond Iron Works 
as eastern division 
sales manager. 
Bodinson has 
spent 16 years 
working with the 
oil and chemical 
industries in the 
eastern United 
States. He joined Hammond, which 
manufactures oil storage tanks, eight 
years ago and has served as district 
sales manager in Bristol, Pa. 

o 

Glyn Thomas is the new general 
manager of Charlotte Tank Corp., 
Charlotte, N.C., manufacturer of high- 
pressure cylinder and steel tanks for 
storage and transportation of liquefied 
petroleum gas and anhydrous am- 
monia. Thomas has been associated 
with the LP-gas and tank industries 
since 1935. 


E. H. Bodinson 


e 

L. R. Wieslander, president of 
Shields, Harper & Co., Oakland, 
Calif., equipment distributor, has an- 
nounced these changes in the com- 
pany’s staff: 

J. W. Gordon has been promoted 
to manager of the motor testing and 
lubrication equipment sales. 

M. P. Jewis will handle sales pro- 
motion in the Oakland home office. 

J. M. Dean moves from general 
sales representative in San Diego to 
assistant division manager in 
Oakland. 

F. W. Wieslander, 
assistant in Los 
general sales 
Diego. 

J. A. Talle shifts from sales assistant 
in Oakland to sales representative in 
Fresno. 

G. R. O’Neal goes to Sacramento 
in motor testing and lube equipment 
sales. 

M. A. Morton moves to San Jose in 
motor testing and lube equipment. 

K. A. Elslip is general sales repre- 
sentative in Walla Walla, Wash. 

J. F. Van Natta moves from general 
sales representative in Fresno to sales 
assistant in Oakland. 

W. M. Sanford is doing sales 
analysis at the Oakland home office. 

s 

August Schramm, Renick & Ma- 
honey, New York, is president of the 
National Assn. of Oil Equipment Job- 
bers. Melvin Schlesinger, Tri-State 
Equipment Co., Kansas City, Mo., is 
vice president. Directors are Warren 
Cruzen, Memphis; Ed Fark, Indian- 
apolis; and Morris Kelleher, Tulsa. 


sales 


sales 
is a 
in San 


former 
Angeles, now 
representative 
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NEWS OF MANUFACTURERS 





Red Jacket Buys Opaco 


Red Jacket Manufacturing Co. of 
Davenport, Ia., manufacturer of 
water pumping equipment, has en- 
tered the oil equipment business by 
acquiring Opaco Co. of Chicago. 
Opaco manufactures oil ‘dispensing 
and pumping equipment, canned-oil 
display racks and advertising signs. 
R. E. Seddig, assistant sales manager 
of Red Jacket, will head the Opaco 
operation. 


Mack Plans 20 New Models 


Tools and facilities for 20 new 
Mack truck models have been author- 





This Gilbarco Roto-Prime pump installa- 
tion in Texas has been in continuous 
service since early 1952, handling mil- 


ized by directors of Mack Trucks, 
Inc., Plainfield, N.J. All new models 
have veen engineered and tested and 
are almost ready for standard produc- 
tion, says the company. First are 
scheduled for introduction ‘early in 
1955. 
Van Praag to Sell Steelcraft 

Van Praag Equipment & Manufac- 
turing Co., Inc., Decatur, Ill., has 
announced it will sell and erect steel 
buildings manufactured by Steelcraft 
Mfg. Co. of Cincinnati. The Van 
Praag firm, formed seven years ago, 
manufactures and sells oil storage and 
marketing equipment. 
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lions of gallons. It has a trouble-free 
record typical of Roto-Prime pumps in 
use throughout the world. 


POSITIVE SELF-PRIMING 
for POSITIVE PERFORMANCE 


The Gilbarco Roto-Prime Pump... 
starts without priming ...runs without venting 


Higher suction lift with as much 
as 10% greater efficiency, plus un- 
limited air handling capacity and 
flexibility of mounting, makes the 
Gilbarco Roto-Prime the top-choice 
pump for aviation fueling, transport 
and tank car unloading... for every 
pumping job, large or small. Avail- 
able in capacities ranging from 50 to 


1,400 GPM and powered by all drives. 
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4a@l@iNhe .. . interpreting the oil news 


Pacific Coast 


By Charles Pollak 


A Healthy Industry 


The Western Oil and Gas Assn. 
took a look at the oil industry in the 
Far West in conjunction with Oil 
Progress Week and came up with a 
picture of impressive postwar growth. 

The industry in California, Arizona, 
Nevada, Oregon and Washington 
owned plants, property and equip- 
ment worth $3,167,000,000 in 1945. 
Eight years later, at the beginning of 
1954, the industry’s physical assets 
had risen $2,158,700,000 to $5,325,- 
700,000. 

For its $5.3 billion the industry can 
show nearly 32,000 oil wells that 
averaged 1,000,000 b/d of crude pro- 
duction last year (and a little less this 
year); 54 refineries with daily capacity 
of more than 1,200,000 bbl.; 152,200 
employes whose annual payroll came 
to $732,051,000 last year; nearly 
39,000 independent bulk plant whole- 
salers and retail dealers. 

Most of the capital investment, of 
course, is concentrated in California— 
$4,964,200,000 of it, in fact. The 
Golden State has all but one of the 
producing wells (the exception is Shell 
Oil Co.’s discovery well in Nevada) 
and most of the refining capacity and 
pipe lines. 

In the other four states, oil’s in- 
vestment is concentrated in facilities 
for transporting and selling oil prod- 
ucts, not to mention a fair proportion 
of dry holes. 

Despite California’s dominant po- 
sition, the figures show the other four 
states ahead in one respect. They all 
surpass California in rate of growth. 
For example, the industry’s investment 
in Arizona has increased by 104% in 
the postwar period; in Oregon, 110%; 
in Nevada 118%, and in Washington, 
122%. 

The percentages compare with Cal- 
ifornia’s 65% increase in the same 
period. 

WOGA pointed out, too, that the 
oil industry is the largest industrial 
taxpayer in the five western states, 
paying in 1953 a total of $224,250,000 
to federal, state and local govern- 
ments. That figure represented an 
86% gain over the sum sent to the 
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tax collectors in 1947, exclusive of 
federal and state fuel taxes. 


Trucks on Defensive 


The ideal truck in southern Cal- 
ifornia is noiseless, smokeless and— 
whenever possible-——off the highway. 

This, at least, is the opinion of a 
number of different groups such as 
city councils, motorists, associations, 
smog fighters and homeowners. 

On the noise front, the Los An- 
geles City Council wants to pass a 
law to suppress truck engine noise. 

As far as smoke is concerned, Los 
Angeles’ just-departed nine days of 
severe smog caused a lot of finger- 
pointing at vehicular exhausts in gen- 
eral. Gov. Goodwin J. Knight, rather 
than call out the militia to deal with 
smog as some had demanded, instead 
called out the State Highway Patrol. 
Patrolmen were stationed at 61 stra- 
tegic points in the Los Angeles area 
and ordered to arrest all drivers of ve- 
hicles emitting “excessive” smoke. 

Many citations were handed out. 
Earlier, the county Air Pollution Con- 
trol District had filed suit against a 
trucking company to enjoin it from 
polluting the air. The action, first of 
its kind, was taken after the concern 
had been cited 27 times and fined 
seven times in the past three years. 

But more serious to truckers—in- 
cluding oil company trucking fleets— 
is mounting sentiment to keep trucks 
off portions of the southern California 
freeway system. The Los Angeles City 
Council would like to rid the Holly- 
wood Freeway, which carries 168,000 
vehicles a day, of trucking. However, 
it lacks authority over the state-built 
freeways. 

Western Oil and Gas Assn., in con- 
junction with the American Trucking 
Assn., is working against any such pro- 
hibitions. 

It has been proposed that trucks be 
restricted to the righthand lane of the 
multi-lane highways, or that truck 
traffic be shifted to separate truck 
freeways. These would be built along 
the banks of the usually dry Los An- 
geles River, on the riverbed or on 
abandoned railroad rights-of-way. 


It Takes All Kinds 


About the only way the Los An- 
geles Air Pollution Control District 
can measure the effect of smog on 
the human body is to count the num- 
ber of telephoned complaints received 
at its Vernon offices. 

Last week, with smog at its densest, 
the district’s switchboard operated at 
capacity. Many of the calls had a 
strong anti-oil industry flavor. At the 
week-end, when the air cleared some- 
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what, several citizens called to ask, 
“Have the refineries shut down?” 

Despite the beliefs of the callers, 
district officials doubt if the telephone 
calls represent what the public is 
thinking along with what people are 
feeling physically. The officials have 
learned that the man who will accept 
scientific data to the effect that ex- 
haust fumes are the chief culprit is 
not the man who will telephone a com- 
plaint. 

Rather do the callers represent 
people on the emotional fringes of the 
problem—the “We want action now” 
element. Unlike those who realize 
that there is no panacea for smog, 
these citizens are impatient with what 
they regard as evasions from public 
Officials. 

Most are convinced there is a 
single cause for smog. Though they 
don’t agree on what it is, the refineries 
are prominently mentioned. Typical of 
their reaction to a smog attack is this 
statement by a new Citizens Committee 
Against Smog formed recently in 
Pasadena: 

“Mr. Gordon P. Larson, Air Pollu- 
tion Control director, has asked us 
what he could do that he has not done 
to eliminate smog. We promise Mr. 
Larson his answer in terms he never 
will forget. . . . We are sick and tired 
of the double talk and scientific 
mumbo-jumbo with which this murky 
subject has been confused.” 


Midwest 


By Leonard Castle 


Oil and Traffic Safety 


A feeling is developing among some 
Midwest jobbers that the oil industry 
should sponsor a highway safety pro- 
gram on national, state and local 
levels. 

At least one Midwest jobber group 
—the Iowa Independent Oil Jobbers 
Assn.—is considering a program of 
its own to educate the motoring public 
not only to drive safely and courteously 
but also that driving is fun. 

“The oil industry has a vital in- 
terest in safe driving,” said one Iowa 
jobber: “Traffic deaths scare thousands 
of drivers off the highways, thus cut- 
ting the customer potential. 
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“The industry has a great oppor- 
tunity right now to set up an effective 
program because one of its leaders 
also is a leader in traffic safety work. 
I'm talking about Adm. H. B. Miller, 
head of the OIIC, who also is direc- 
tor of the President’s Action Commit- 
tee for traffic safety.” 

The Iowa program, if approved by 
the association membership, would 
call for the co-operation of all dealers 
in the distribution of traffic safety 
signs and pamphlets. 

Dealers might be supplied with re- 
flecting bumper strips carrying a slogan 
such as “Iowans drive safely and cour- 
teously” or “Let’s drive safely.” Placed 
on the back bumper, these signs would 
be seen by every motorist approaching 
from the rear. At the same time, they 
would be a constant reminder to the 
driver of every car bearing one of the 
signs that he had a responsibility of 
living up to the slogan. 

Dealers would also distribute traffic 
safety pamphlets outlining various safe 
driving rules. The pamphlets also 
would promote the idea that driving 
is pleasant, that it’s fun to take the 
family for a Sunday ride and explore 
the back roads to find and enjoy the 
beauties of nature. 

In this connection, individual job- 
bers might prepare material describ- 
ing scenic and historic points of in- 
terest in their own marketing areas. 

The rules for safe driving need not 
be complicated. They would embrace 
these principles: 

1. Observe the letter and the spirit 
of all traffic regulations. 

2. Be courteous to every driver and 
pedestrian—practice sportsmanship. 

3. Give full attention to driving 
and walking. In short, drive and walk 
as you would have everyone else 
drive and walk. 

Individual jobbers could help pro- 
mote traffic safety in their newspaper 
and radio advertising. A box or circle 
enclosing a terse traffic safety slogan 
could be included in each regular 
newspaper ad. A similar slogan might 
be voiced at the end of each radio 
program sponsored by an oil company. 

Statistics issued by the President’s 
Action Committee for traffic safety 
emphasize how vital is the oil industry’s 
interest in traffic safety. 

Last year, the committee reports, 
one American was killed in traffic 
every 14 minutes of the day. This 
amounted to an appalling death toll 
of 38,300. 

Every 23 seconds, someone was in- 
jured in traffic. A total of 1,350,000 
persons were injured to the extent they 
were disabled. 

For every fatality, one or more per- 


sons was totally and permanently dis- 
abled. 

The economic toll was estimated at 
$4 billion in 1953, including medical 
expense, property loss and other costs. 
This is almost five times as much as 
all fire losses during the same year. 

“The United States required 50 
years to reach its millionth traffic 
fatality in 1951,” the committee re- 
ported. “At the present rate, only half 
as long will be required to kill the 
second million.” 

It is this sobering thought that is 
prompting oil men to do something 
about what might be described as a 
national disgrace. 


Atlantic Coast 


By Raymond E. Bjorkback 


How to Save Accounts 

A major-company credit specialist’s 
talk at the recent Pennsylvania Pe- 
troleum Assn. meeting touched on a 
convenient tool that many jobber- 
distributors may be overlooking in 
their scramble to hold their own in 
the competition for commercial gaso- 
line accounts. 

That tool is an indication, in what- 
ever form, that an account may be 
running into difficulty credit-wise. 

Better act on such a signal—work 
with the customer—R. W. Weiler, as- 
sistant treasurer of The Texas Co., 
suggested in effect; work to keep the 
customer in business, and to keep him 
as a customer. 

That goes for the reseller customer 
as well as the consumer customer, 
Weiler said, in talking of credit danger 
signals: 

“We in credit work talk a great 
deal about recognizing danger signals 
and doing something positive about 
them, for they are varied in nature 
and include drastic changes in debt, 
inventory, fixed assets or other finan- 
cial items, delinquency of an account, 
derogatory information, bad checks, 
blanket chattel mortgages and un- 
warranted complaints. 

“Unless danger signals are run 
down in an effort to get at the root 
of the problem, you may well pass 
up an occasion which may eventually 
result in a credit loss, but, of even 
more importance, the loss of a cus- 
tomer. 
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“You may actually cause a resale 
customer of yours to go out of busi- 
ness eventually by permitting him to 
owe you too much money. You may 
put him in a position to forget to 
control his receivables. 

“Economic conditions as affecting 
a particular industry might well be a 
danger signal. I suggest that when 
you read in the papers or magazines 
about any particular industry having 
financial troubles that you be more 
careful in keeping abreast of the cur- 
rent financial condition of your cus- 
tomer in that industry.” 


Letting Others Know 


Kirschner Bros. Oil Co., Calso dis- 
tributors in Philadelphia, belong to 
the school of thought that believes: 

1. There’s something for the jobber 
in observing Oil Progress Week. 

2. The Oil Progress Week audience 
should be non-industry people—other- 
wise oil simply talks to itself. 

On the day of the industry’s Phila- 
delphia-area Oil Progress Week din- 
ner, Oct. 13, Kirschner Bros. staged 
an OPW luncheon of its own. Then 
it participated in the area dinner. 

Its luncheon guests, numbering 
about 100, were mostly men from 
other fields—banking, advertising, in- 
surance, law, heads of business enter- 
prises, etc. Its guests at the area din- 
ner also were non-industry people. 

And that wasn’t all. After the din- 
ner, Kirschner Bros. had its principal 
luncheon speaker on. a 25-minute 
radio interview program. 

He was Timothy P. O'Neill, vice 
president of The California Oil Co., 
Kirschner Bros.’ supplier. A leading 
Philadelphia newspaper reported his 
luncheon talk and ran his picture. 


Dealers Join Union 


A singular situation wherein a gaso- 
line retailer association is also, in 
effect, a union, exists in Syracuse, 
N.Y. 

The dealer group actually affiliated 
with the Syracuse local of the United 
Gas, Coke and Chemical Workers 
(CIO) four weeks ago, according to 
President Paul Andrews of the dealer 
association. 

This group is the Central New 
York Gasoline Retailers, Inc. 

It made the move, says Andrews, 
of its own volition, in order to have 
“a police force” available “when re- 
quested and told how to” serve in 
that way. 

Currently, it is proceeding “slowly 
into organizational work, taking in 
new members, and making a survey 
of problems,” says Andrews. 
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Canadian, Mich. Crude Prices Reduced 


Reductions in Canadian, Michigan, and Illi- 
nois-Indiana crude oil prices featured oil mar- 
kets the past week. 

Highlights of refined products markets in- 
cluded a cargo of gasoline scheduled from the 
Gulf Coast to the West Coast, and, in Western 
Penna., the use of surplus cylinder stock as re- 
finery fuel. 

At Providence, R.I., retail gasoline prices hit 
a new low for that area of 7.9¢ gal. (ex taxes). 

Companies announcing reductions in their crude oil 
prices included Imperial Oil and Royalite in Canada, Sim- 
rall and Bay Petroleum in Michigan, and Ohio Oil Co. in 
Illinois-Indiana fields. 

Imperial Oil reduced its purchase prices 9¢ bbl. for 
principal light crudes in Western Canada, effective Oct. 15, 
and also cut its Turner Valley prices 35¢. The 9¢ cuts in 
Alberta light crudes reflected strength in the Canadian 
dollar, and the Turner Valley reductions were based on 
“the lower cost of other crudes now available in Calgary.” 
Imperial’s new crude prices are shown on P. 51 of this 
issue. 

Product Prices Also Cut—In connection with the crude 
cuts, Imperial also made products price reductions in the 
Prairie and Western provinces amounting to 0.5¢ on gaso- 
line and 0.2¢ on light fuel oils. 

Royalite Oil Co., Ltd., and British American Oil Co. met 
the Imperial reductions in crude prices. 

In Michigan, reductions ranging from 2¢ to 9¢ bbl. in 
27 fields were made by Simrall Division of Roosevelt Oil 
& Refining Corp., effective Oct. 16. As with the Canadian 
reductions, Simrall’s move was to retain a competitive 
position—between Michigan and out-of-state crude oils. 
See P. 51 for Simrall’s new crude prices. 

Bay Meets Simrall Reduction—Bay Pipe Line Corp. an- 
nounced reductions along with Simrall’s, also effective Oct. 
16. Bay’s reductions ranged from 6¢ to 15¢ per bbl., with 
new flat prices of $2.87 for Adams (light Richfield), Butman 
(Richfield), Skeels, and West Branch crudes; $2.75 for 
Akron; and $2.86 for Sanford. 

In the Illinois-Indiana area, Ohio Oil Co. reduced its 
purchase prices by 7¢ bbl., effective Oct. 23. Company’s 
new flat price for Illinois Basin crude is $2.95, and $2.62 
for Plymouth, Ill., crude. Ashland, Sohio and Gulf Oil 
had made reductions previously in this area amounting to 
12¢. 

None of the domestic crude price changes was of a 
nature that would bring about general reductions in the 
Southwest. The fact remains, however, that the large 
producing states where production is prorated—Texas, 
Oklahoma, Louisiana—are feeling strong competition from 
unregulated areas. 

Refined Products Trading Slow—-From a products stand- 
point, a trading stalemate hung over most of the refinery 
and terminal markets East of California. Winter weather 
has been slow on the uptake, and the result was a loosening 
in the prompt supply position on distillates. At the same 
time, the nation’s refiners have managed to make consider- 
able inroads on their surplus gasoline. 

A feature of trading was the arrangement to ship a cargo 
of 95 oct. premium gasoline from the Texas Gulf Coast to 
the West Coast. The West Coast is the only principal 
marketing area where gasoline inventories are lower than 
those of a year ago. At least four Independent Gulf re- 
finers offered against the West Coast business. 

Other Gulf Coast developments included the shipment 
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of low sulfur bunker “C” fuel from the lower Mississippi 
to the upper Midwest. And barge lots of this product re- 
portedly commanded a “premium” of 20¢ (over the low 
cargo price for ordinary residual). 

Prices Generally Steady—Few price changes were re- 
ported at refineries and terminals. The feeling in the trade 
was that prices were holding fairly steady, considering the 
sizeable excess production and refining capacity now avail- 
able. On the other hand, residual oils showed strength in 
the Mid-Continent, the upper Midwest, and looked. firm 
for the early winter along the East Coast and the Gulf. 

While lubricating oils for the most part were weak, a 
situation in Western Penna. was the extreme. One refiner 
there reported burning some surplus cylinder stock as 
refinery fuel. “It was either that or pour it on the ground,” 
the refiner added, “so we took off a side cut out of motor 
oil and used the residue as fuel in our Operations.” This 
oil sold as high as 36¢ gal. in the shortage of 1947. To- 
day, 600 steam refined is quoted at 10¢, can probably be 
picked up for less on firm bid. 

Retail markets would have a hard time topping the 
extreme price fluctuations at Providence, R.I., where 
gasoline prices have plummeted to 7.9¢ (ex 6¢ taxes) at the 
pump. At most stations in the city, retail prices ranged 
from 8.9¢ to 11.9¢, down another 2¢ last week, and one 
marketer commented, “Anyone posting 12.9¢ might just 
as well be out of business.” Private brands mostly were 
selling at 8.9¢. The so-called pre-war “normal” at Provi- 
dence is 15.6¢ for tank wagon deliveries, and “about 20.9¢” 
at retail. 

Other retail price developments follow, with prices 
shown exclusive of taxes, which are in parentheses. 


Canton, O. (7¢)—Standard Oil Co. (Ohio) reduced its 
tank wagon prices 0.7¢ gal., retail prices 1¢ at company- 
operated stations. New prices for regular-grade are 18.4¢ 
consumer tank wagon, 14.9¢ dealer tank wagon, and 18.9¢ 
retail. 

North Carolina (9.25¢)—Prices hit new low of 10¢ 
“below normal” in Burlington, and some sources estimate 
that price wars at many points in the state have cost oil 
marketers $1.5 million in lost revenues this season. Some 
branded outlets in Burlington are down to 11.45¢, which 
compares with “normal” of about 22.65¢. At Raleigh, 
some stations were 5¢ “off” at 17.65¢, which represented 
another 1 ¢ drop last week. 

Tulsa, Okla. (8.5¢)—This city’s two-month-old price war 
looked as if it were over last week. Pump prices at most 
outlets handling major brands were back to 19.4¢, with 
private brands up to 17.4¢. These prices still were 1¢ per 
gal. below so-called “normal,” but were considerably better 
from a marketer’s standpoint than the “war prices” of 
13.4¢ and 11.4¢ for major and private brands, respectively. 


Gulf Coast 


Gasoline Cargo Sold to West Coast 


A cargo of gasoline slated for shipment to the West 
Coast was about the only trading feature in the Gulf 
cargo market last week. Distillate fuel oils were bogged by 
warm weather in the northern consuming areas. On the 
other hand, interest in heavy fuel from Midwestern buyers 
was on the increase. 

Sale of one cargo of 95 oct. premium gasoline “at the 
low” for early November lifting was disclosed by Inde- 
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pendent refiner. And, subsequently it was learned that this 
material is to be loaded on Nov. 2 at a freight rate of 
USMC minus 20% for shipment through Panama Canal 
to West Coast. 

Refiners at the Gulf, as with the rest of the nation, 
have come a considerable distance in reducing surplus 
gasoline inventories. More in this direction was needed, 
however, for offerings—particularly high octane—still were 
plentiful. At least three Independent refiners had early 
cargoes for sale, although none of these was said to be in 
“distress,” 

Some easing in heating oils, although once again no 
“distress,” developed with the continued warm weather 
up north. Offerings of No. 2 fuel reportedly available “at 
the low” (8.5¢) expanded from two to about four cargoes. 
But as long as spot cargoes could be obtained at 8.95¢, 
delivered New York, eastern buyers showed no interest 
in material offered at 8.5¢, the Gulf. The ocean freight 
on No. 2 fuel for Gulf-New York was about 0.7¢ gal. 

Barge lot sales of low sulfur No. 6 fuel from the lower 
Mississippi were closed at “20¢ over cargo low” (1.85 at 
time of sales) on date of loading. While no such “premium” 
was possible at Texas plants some 300-odd miles further 
from Midwest consuming areas, refiners in Southwest said 
they felt a “strong” residual market was in the making. 


Atlantic Coast 


Heating Oil Demand Continues Slow 


The East Coast was running about 40 degree days be- 
hind “normal” for the heating season at the end of last 
week, and this fact was very obvious in terminal trading 
markets. “Discounts” were springing up here and there 
on spot No. 2 fuel, and suppliers generally said that their 
regular-customer sales in some instances were as much 
as 50% below what they had expected for the first half 
of October. 

Quoted prices generally were unchanged. Suppliers 
took the attitude that they would stand on their recent 
increases in distillates until cold weather arrived. Some 
sporadic “allowances” on heavy fuel broke out in the 
Philadelphia-Baltimore area. Gasoline marketing featured 
price wars over most of the states of New Jersey and 
North Carolina, not to mention retail prices down to 
7.9¢ (ex taxes) in the Providence, R.I., debacle. 

The number of degree days recorded at New York 
harbor through Oct. 21 was 150, which compared with 
187 normal. At the trading level, this was expressed in 
“discounts” ranging down to 9.15¢ for spot barge lots 
of No. 2 fuel, which compared with general quotations 
at 9.35¢. Another indication of easiness in heating oils was 
the continued offering of cargoes of No. 2 fuel, delivered 
New York harbor, at 8.95¢ gal. This is the prevalent 
contract delivered cargo price, and the best obtainable, 
considering that No. 2 fuel bought at the Gulf would 
lay in at New York well over 9¢. But there were no 
immediate takers. 

It was not entirely the weather that kept eastern re- 
sellers out of the market. One Pennsylvania reseller 
explained that he was in a temporary squeeze for cash. 
This reseller paid promptly on Oct. 1 for his summer-fill 
takings, but his household customers have not been as 
quick with their payments. 

Reports of “discounts” on No. 6 fuel continued to 
emanate from Baltimore and Philadelphia. On the other 
hand, residual marketers said prices generally were firm 
for No. 6 fuel, and particularly so with inventories along 
the East Coast about 20% below those at this time in 1953. 


October 27, 1954 + NATIONAL PETROLEUM NEWS 


Chicago District 
Heavy Fuel Prices Rise 0.1¢ 


Heavy fuel prices continued upward in Chicago District 
last week, and while most river terminal operators said 
the “need” was strong for raising prices for light fuels to 
be in line with replacement costs, no increases were made. 

Quotations for all four grades of heavy fuel were up 
0.1¢ on the lows. Prices for No. 5 low-sulfur ranged from 
7.15¢ to 7.35¢; No. 5 high-sulfur, 7.1¢ to 7.25¢; No. 6 
low-sulfur, 6.3¢ to 6.45¢; and No. 6 high-sulfur, 6.1¢ to 
6.25¢. Traders said all industrial fuels were firm at the 
higher price levels and supplies remained closely held. 

Gasoline was still slow. Although lacking definite con- 
firmation, traders said they were “bumping into” prices 
for regular-grade at 11.25¢, FOB Chicago District, and 
even 11¢ in a few instances. 

A small amount of buying in No. 1 fuel at 10.625¢ and 
of No. 2 fuel at 9.625¢, FOB Chicago District, was dis- 
closed. Suppliers’ quotations, however, continued to range 
upward from 10.75¢ and 9.75¢. 


Midwestern (Chicago-E. St. Louis Area) 
Distillate Fuel Prices Firm Up 


Prices for Nos. 1 and 2 fuels at Great Lakes Pipe Line 
terminals firmed up noticeably last week, according to re- 
ports of Midwest refiners. Heavy fuels remained strong 
with open market traders commenting that it was useless 
to search for spot material. Gasoline was easy, prices un- 
changed. 

Firmness of “pipe line distillates” was pointed up by 
reports that Nos. 1 and 2 fuels no longer were moving at 
“discounts.” In general prices for spot material ranged from 
0.125¢ to 0.25¢ over shipper’s delivered terminal costs. 

One refiner/buyer in market for quantity of No. 2 to 
“round out” supplies in one area reported a previous seller 
at “0.25¢ off” had moved his prices up 0.375¢ and was 
asking “0.125¢ over.” 


Mid-Continent 


Product Prices Generally Unchanged 


Prices for all products generally were unchanged in 
the Mid-Continent the past week, and open market trading 
for the most part was quiet. Residual fuels continued 
firm pricewise while gasoline and light fuels remained 
easy. 

Offerings of residual fuel in the open market were 
scarce, but at the same time there was a slight decline 
in the volume of spot inquiry. Recent price increases 
in most Mid-Continent districts have failed to bring out 
additional material in the open market. Most refiners 
said commitments already made were taking practically 
“every drop” of their current No. 6 fuel production. 

Although trading was light, prices for the heavy fuels 
were described by most refiners as firmest in the refined 
oil list. In Kansas, No. 6 oil was quoted upward from 
$1.40, and Group 3 prices ranged upward from $1.30 bbl. 

While open market demand for burning oils continued 
relatively light, some refiners reported improvement in 
regular-customer shipments. Also, there was some in- 
crease in calls for material to be shipped later in the 
season. 

Gasoline and lubricating oils were slow and prices 
were easy. 
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OIL MARKETS 





Summary of Gasoline 


Prices (October 19 through October 25) 





Motor Gasoline 95 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.) 
W. Tex. (Texas & New Mex. shpt.) 


Motor Gasoline 92 Oct. (Premium): 


Monday 
Oct. 25 
12 625-14.55 

13 .25-13.8 


Okla., Group 3 (Okla. shpt.)............+.5. (8)12-12 5/3) 
11 5-12 75 


Okla., . 
N. T 


Meter Gasoline 84 Oct. (Regular): 


Okla., Group : ON OS eae 


Okla., Group 8 (Northern shpt.). . 
N. Tex. (Texas & New Mex shpt. 


W. Tex. (Texas & New Mex. shpt.)....... 


Motor Gasoline 60 Oct. M & below: 


Okla.. Group 3 (Okla. crn ah agseciisedis 
hale oi 


Okla., Group 8 Prerthere 

N. Tex. (Texas & New Mex. shpt.) 

W. Tex. (Texas & New Mex. shpt.) 
Motor Gasoline 92 Oct. (Premium): 

New York harbor 

New York harbor, barges 


Motor Gasoline 86 Oct. (Regular): 
New York harbor 


Philadelphia 
Motor Gasoline: 
Weatern Penna., Bradford-Warren: 
Prem. 


eens ani ~11.25 


0.5-11 125(2) 
5-12.7 


° 11. 
eee (2)L1,6-12.25 


-s++ (4°10 25-10 .376(2) 
«see (2)10-10 25 


(2)10 75-11.8 
10.75-11.5 


13.95 
13.85 
16 .2-16.8 
12 45 
11.75 
18.7-14.8 


14.75 
18 .5-18.9 


13. 75-15 
12.6-18.5 


Friday 
Oct, 22 


12 625-14 66 
13 .25-13.8 


(8)12-12.5(3) 
11 6-12 75 
12 625-14.2 
12.5-13 


(6)11-11.26 
10 6-11 125(2) 
11.6-12.7 
(2)11 5-12.25 


(4110 25-10.875(2) 

(2)10-10 25 

(2)10.75-11.8 
10.75-11.5 


13.95 
13.85 
16 .2-16.8 


13.7-14.8 


14.75 

18 .5-18.9 
18 .75-15 
12.5-13.5 


15.2 
18.45 


Thursday 
et. 21 

12 625-14.55 

13.25-13.8 


(8)12-12 413) 
11 6-12.75 
12 625-14.2 
12.5-13 


(6)11-11.25 
10.5-11 125(2) 
11.5-12 7 
11.6-12.25 


(4)10 25-10 .375(2) 
10-10 25 


(2 
(2)10.75-11.8 
10.75-11.5 


18.95 
13.85 
16.2-16.8 


12.45 
11.75 
13.7-14.8 


14.75 

18.5-13.9 
13. 75-15 
12.5-13.5 


15.2 
18.45 


Wednesday 
Oct. 20 


12 625-14 .55 
18 .25-13.8 


(8)12-12 6(3) 
11.5-12.75 


(6)11-11.25 
10.5-11. 125(2) 
11.5-12.7 
11.5-12.25 


ene =. 875(2) 

(2)10-10 25 

(2)10. 15. 11.8 
10.75-11.5 
13.95 
13.85 
16.2-16.8 
12.45 
11.75 
18.7-14.8 


14.75 
18.5-18.9 
18 .75-15 
12.6-18.5 


15.2 
18.45 


Tuesday 
Oct. 19 


12 .625-14.55 
13 .25-13.8 


yx 4®) 


12. eon “ve ® 
12.75-13 


(6)11-11.25 
10.5-11 .125(2) 
11.5-12.7 
11.5-12.25 


(4)10 25-10 .875(2) 
10-10 25 


(2)10.75-11.8 
10.75-11.5 


18.95 
13.85 
16.2-16.8 
12.45 
11.75 
18.7-14.8 


14.75 
18.5-18.9 
18.75-15 
12.5-18.5 


15.2 
18.45 





Central Michigan 


Light Fuel Prices Advance 


Light fuels were priced 0.1¢ to 0.2¢ gal. higher in Cen- 
tral Michigan last week. Quotations for other products 
generally were unchanged. Despite current sharpshooting 
going on in heavy fuels, virtually all refiners said indica- 
tions pointed to tightness in these grades by midwinter 
and light fuels most likely will also be snug by then. This 
condition derived, they said, from curtailed refinery runs 
this past summer due to the generally poor gasoline season. 

While gasoline shipments so far this month have been 
up to October last year, or even a bit better in a few cases, 
demand still was not strong enough to pull down inventories 
to any appreciable degree. Most refiners say their gasoline 
gallonage from June through August this year was sub- 
stantially below the same period a year ago because of a 
slower tourist season, price wars in adjoining states of 
Indiana and Ohio, and big gallonage losses where “low 
prices” captured big consumer transport and tank wagon 
customers. 


Western Penna 


Lube Oil Inquiry Still Lags 


Inquiry for base lubricating oil stocks continued to 
lag behind production in Western Penna. last week, and 
storage problems, on cylinder stocks in particular, were 
becoming acute at some plants. 

One refiner reported he was forced to burn 600 steam 
refined cylinder stock for plant fuel “to avoid dumping 
it on the ground.” 

Regular-customer takings of gasoline were off slightly 
from previous weeks, and refiners who normally buy 
motor fuel estimated they would have no trouble finding 
material to cover November commitments. 

Fuel oil takings also were slow, as warm weather pre- 
vailed. There was no weakening of light products prices, 
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however, and kerosine was quoted 0.25¢ higher at 11.25¢ 
gal. in the Bradford-Warren district. 

Several spot sales of base lubricating stocks were re- 
ported, and one refiner said he had to buy approximately 
160,000 gal. of bright stock during the week to meet 
sales commitments. 

The majority of refiners, however, said that scattered 
small-lot inquiries were more typical of the spot market. 
Jobber and compounder takings of the base lubes were 
on a hand-to-mouth basis, largely because of the lack 
of any firming of prices. 

Pricewise, 200 vis. neutral oil was firmest among the 
base stocks, but traders said that even on this oil shading 
of 0.5¢ per gal. or more was prevalent on large lots. 

There was no change in the strong position of crude 
scale wax and petrolatums. 


Midwest Neutral Inventories Dip 


Inventories of viscous neutral oils held by 12 Midwestern 
manufacturers declined for the third successive month in 
August, according to report of Western Petroleum Re- 
finers Assn. 

Solvent neutral stocks were down 41,960 bbls., with 
total neutrals off 38,037 bbls. Total bright stock inven- 
tories were down 3,292 bbls. despite small increase in 
stocks of solvent bright. 

Bright stock inventories on Aug. 31 were lower than on 
same date last year, while neutral stocks were higher. 


August 
1954 


Change from Change from 
July, 1954 August, 1953 
Bright stock 


Total 

Solvent 
Viscous neutrals 

Total 

Solvent 
Paraffin oils 


274,130 
194,027 


548,478 
445,302 
98,160 


Steam refined stock 23,701 


Blended oils 


505,075 


— 3,292 
+ 1,763 


— 38,037 
—41,960 
— 5,930 
— 3,942 
+ 6,731 


—14,945 
—27,554 


4+-11,087 
-+35,198 
+10,575 
+ 5,206 
—16,146 
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Crude Oil Prices 


Imperial Oil, British American and Royalite 
cut Canadian crude oil price postings; Michigan 
prices reduced by Simrall and Bay Pipe Line (see 
this page). For complete crude price schedules, see 
P. 48-49 of Sept. 29 NPN. Complete crude price 
schedules will be published in November NPN. 











Western Canada Crude Prices Cut 


Imperial Oil Limited reduced its postings for crude oil 
purchased in western Canada 9¢ bbl., effective Oct. 15, 
reflecting “the strength of the Canadian dollar which has 
reduced the price of competitive crudes.” Cut was met by 
Royalite Oil Co. Ltd. and British American Oil Co. 

Prices for Turner Valley crude were reduced an addi- 
tional 26¢ bbl. by Imperial “to reflect the lower cost of 
other crudes now available in Calgary.” New prices for 
this field begin with 33-33.9 gravity at $2.735 with 2¢ 
differential per degree of gravity to 64 & over at $3.355. 

British American cut was 9¢ on all grades with further 
reductions up to 29¢ bbl. for certain light crudes in Cal- 
gary area. Royalite’s new flat price for Redwater field is 
$2.555 bbl., same as Imperial’s. 


Imperial’s new flat price postings follow (in Canadian 
dollars per bbl. of 35 Imperial gals: 
Field Price 
Acheson/ Stony Plain D-2, D-3 
Acheson/Stony Plain L.C. 
Armisie L.C. 
Big Valley D-2, D-3 
Daly, Mississippian 
Duhamel D-2, D-3 
Excelsior D-2 
Fenn-North Big Valley D-2, D-3 
Golden Spike D-2, D-3 
Joarcam-North 
Joarcam-South 
Leduc-Woodbend D-2, D-3 
Malmo D-2, L.C. 
Malmo D-3 
New Norway D-2 
New Norway D-3 
Redwater D-3 





NPN Gasoline Index 


Dealer T.W. Tank Car 
(cents per gal.) 
Oct. 25 ... ees 15.96 12.13 
Month Ago . 16.15 12.15 
Tar eee... : 16.48 12.70 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 
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Jet Fuel Prices Up In Bids To ASPPA 


Armed Services Petroleum Purchasing Agency received 
bids from 47 supplying companies againsts its requirements 
for 148,000,000 gals. of jet engine fuels for period ending 
March 31, 1955. 

Unofficial tabulation of bids opened Oct. 15 shows Shell 
Oil to be apparent low on Grade JP-4 for bulk lifting with 
price of 8.75¢, FOB Houston. This compares with Mag- 
nolia Petroleum’s bid of 8.48¢ gal. for same grade, FOB 
Beaumont, Tex., last spring. 

Some of larger lots of JP-4 offered to ASPPA included 
Corpus Christi Refining’s 55,970,000 gals. at 8.99¢, FOB 
Corpus Christi, Tex.; Cities Service’s 42,000,000 gals. at 
8.85¢, FOB Lake Charles, La.; Esso Export’s 63,000,000 
gals. at 8.9¢, FOB Aruba, N.W.I.; and Phillips Petroleum’s 
62,000,000 gals. at 9.65¢, FOB Freeport, Tex. 

At Lockbourne, Ohio, Standard of Ohio offered 19.2 
million gals. of JP-4 in truck transport lots at 11.37¢ gal. 


Simrall Cuts Mich. Crude Postings 


Reductions ranging from 2¢ to 9¢ bbl. in 27 Michigan 
crude oil price postings have been made by Simrall Divi- 
sion of Roosevelt Oil & Refining Corp. to retain com- 
petitive position with out-of-state crude oils. 

“Recent price reductions in Illinois, Indiana and Ken- 
tucky have placed average Michigan crude oil prices at 
a disadvantage with out-of-state crude oils at refinery 
delivery points. These adjustments are necessary in order 
to maintain Michigan crude oil markets,” company said. 

Simrall’s new prices below, effective Oct. 16, represent 
6¢ bbl. reduction for all fields except Bentley 2¢, Aetna 5¢, 
Hamlin and Rose Lake 8¢, and Arenac-Richfield 9¢: 


Field Price 
Aetna $2.87 
Arenac-Richfield 2.87 
Barryton (Fork) 2.92 
Barryton (Sun Denslow) 3.06 
Beaver 2:92 
Beaver Creek 2.87 
Bentley 2.93 
Dwight a.52 
Enterprise 2.87 
Hamilton-Dundee 2.84 
Hamilton-Richfield 2.87 
Hamlin 2.75 
Mio 2.78 
Norwich 2.87 
Orient 2.92 
Pentwater-Traverse 2.92 
Pentwater-Mixed . 2.90 
Roscommon (headquarters)—Sour 2.84 
Roscommon (headquarters)—Richfield 2.87 
Rose City te 2.87 
Rose Lake 2.88 
Skeels ita 7 2.87 
St. Helen , 2.87 
West Branch-Richfield 2.87 
Wise . 2.87 
Wisner-Sour 2.57 
Wisner-Sweet 2.84 


Postings for Au Gres, Cedar-Richfield, Deep River- 
Richfield, Otsego (Chester), and Stony Lake fields were 
withdrawn. 
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THeiace in effect October 25 at Refineries and Terminals 


Gasoline 

OKLA., Group 3 (Okla. shpt.) 
Prem. (lit 3 

6)11-11.25 

'4)10.25-10.875(2) 


Okla., Group 3 (Northern shpt.) 
-6-12.75 


(2)10-10 .25 


Midwestern (Group 3 basis) 
92 Oct. 


CALIFORNIA 
Les Angeles Dist.: 


5-11 
below.. * @yle-to. 25 
N. TEX. (Texas & New Mex. shpt.) 


11.5-12.7 
(2)10.75-11.8 
W. TEX. (Texas & New Mex. shpt.) 


13.25-13.8 
5-13 


10.75-11.5 


i 


SERSF SERS 
RESE A TRF 


rrr 


(2)13 .85-18.1 Tractor fuel ecoe 10 
BOGE, BiB ccccccscccecs ae 


OKLA., Group 3 (Northern shpt.) 
GBB DMic ec ccnccicccoses GR. 125-9. SQ) 


MIDWESTERN (Group 3 basis) 


ARK. (For shipment to Ark. & La. 
9.5 
11-15 .6 9 
- 9.3765 
8.626 


1.85 
1.70 


1785-18 .6 
15 .85-16.1 


Kerosine, Gas & Fuel Oils 
OxLA.. Group 3 (Okla. shpt.) 


x11.25(4) 
10.75(2) 
10.5(4) 
10.25 (2) 


ay -25-11.35 
oe. 5 10.75 
(2)10.25-10.5 


(2)11.15-12 
10.4-10.8 
11-11.85 
10.25-11.1 


10.1-11 
(4)9 . 125-9 .875(2) 


- (8)8.875-9.125 


8.875(6) 


8 .25(6) CENTRAL MICHIGAN 
(2)$1.25-1.30 


(FOB Central Michigan refineries) 


N. op "aan & New Mex. shpt.) 


9.2-10 


° 12.3-12.8 
- (8)9-9.75 0. 2 fuel a eee 


$1.35-1.60 
7.25-8 .25(2) 
(2)7-7 .5(8) 


E. TEX. (Truck transport lots) 


14.75 
13.5-18.9 


18.75-15 
12.5-18.5 


15.2 
18.45 


tie of S.0. Ohio for delivery te 

oo Ty ~ 42-44 w.w 
Oct. Reg. 52 & below D.I. Diesel. 

CENTRAL MICHIGAN op @ eve Dt. Dias. 


(FOB Central Michigan refineries) a 


(4)14.5-14.75(2) No. 
18 .25-13.75 No. 


Prices herewith or rorednced from Platt’s OILGRAM Daily Oil 


Price Service, associa with National Petroleum News, whose Fads a 
resentatives in all NPN OILGRAM offices devote their time exelusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
er posted prices by refiners, by pipeline terminal operators. and by 
tanker terminal operators; for current sales and shipments; for the busi- 

ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying = 
barges or cargoes or truck transport lots only, so designated; B 
fineries or terminals; in cents per gal., except ig? bbl. where $ sign "4 
; wax and petrolatums in cents per pound, ex all fees and taxes; 
for crude oil and its products lawful produced and transported; re 
as received ILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


KANSAS (For Kansas destinations only) 
we - rs. 5 


. ap. 5-9. te a 
° 8.75-9.7 


$1.40-1. 60(2) 


CENT. W. TEX. (Truck transport lots) 


13.7-14.8 


9-9.1 

40-43 WwW... cee ee eeene (2)138.8-14. 4 
Heavy tuel (PS = 1,70-2.1 
Light fuel (PS 300).. 
Diesel fuel (PS 200)... 


$1.40-1.55 Stove dist. (PS 1 


distribution or publication. During periods of short supply, some sellers 
and at - —, withhol 0 poe >. new — or the 
posting o rm prices but give prices ey 

would quote to the trade in general and which they confine to their 
regular customers only, and such prices “Ore thod in P.. price _ tables. 
Gasoline ratings are by ASTM Research are minimus 
ratings, te J where letter M is used to indicate thet octane rating is 
by AST: or Method. For further details of price conditions ape 
to any NPN: OILGRAM office or see back of any OJLGRAM 
Service invoice. 


For complete price service delivered os from nearest OILGRAM 
publishing office, New York, Chicago Houston, 
OILGRAM Price Seryion, 330 W. 42nd St. New York 36, N. Y. 
Subscription rate in U. : $150 per year, payable in advance. 








CARGOES & TANKERS 
at Texas City Refinery 
TRANSPORTS & TANKCARS 
at Terminals in the South 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline RED OILS: WESTERN PENNA. 
Vis. Oil City: 
(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may Tee te ‘ ) Stoddard solvent.......... 
te in any Mid-C ing FS a e 
we | aca ES Pittsburgh: 
FOB GROUP 3 Stoddard solvent 
Poe Tins dixie PETES 





OH1IO— Quotations of 8.0. Obto for delivery Ohio 
points: 
V.M.&P. naphtha.... 18.0 
Petrolatums Mineral spirits & stoddard 


solvent ones 17.0 
Lubricating Oils WESTERN PENNA. Rubber solvent......... 15.875 


WESTERN PENNA. (Bbis., carloads; tank car, 1 to 1.5c less) 


7. 125-7.7 E. TEXAS (Truck t t. lots) 
AO KE offers reliably re- Soft oe Gy. 185-735 ruck trnept. lo 


- -eeeee (2)6.75-7.875(2) 
8 only. Pe wenoer sees) ae ae Stoddard solvent.......... 12.26 
Neutrals—No. 8 col. Vis. at 70° F. 200 Cream... 6. 125-6. 75(2) 
Vis. (180 at 100°) 420-425 fi. as =? = CENT. W. TEX. (Truck transpt. lots) 
Sess Stoddard solvent.......... 11.5 


4.75-6 .875 


4.5 (Quotations) 





KANSAS (For Kans. Dest'n. only) 
Stoddard solvent.......... 12.5 
Naphthas & Solvents via 


FOB Group 8) ATLANTIC COAST 

Stoddard solvent.......... | 12.375(4) be 
875(3) aphthe 
875(4) New York Harbor 18(4) 

its. 875(4) Philadelphia 17.5(4) 

Rubber solvent 12 8765'S) Baltimore........ 

Lacquer diluent 125-18 .876 Boston. ... Bae 18 .6(4) 

Benzol diluent .1256-14 625 Providence. 19.5 


MID-CONTINENT LUBES 

FOB Tulsa basis, for domestic shipments only. Fo 

—_ Stocks, vis. at 210° neutral vis. at 100°, : r i" an ofl Weel oil old end bow ta 

- P. p. - tanks, ’ . 

Neutral Oile—C 4 Nae new low in delivery costs. 
aa See your regular Supply House. “JUST FILL "TIL THE WHISTLE STOPS” 


mtd. reen r 
by SCULLY SIGNAL COMPANY {50-05 va 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., Toronto, Ontario 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 











Bright Stock—Solvent 
1560-160 vis. 0-10 p.p., 
95 vi 


Neutral Oile—Solvent (95 v.i.) 
15 .5-16.5(3) 
15.75-16 .75(3) 
800 vis. 16 .25-17 .25(2) > 2p 


Cylinder Stocks 
SOM ereres-. 8S IS YOUR BRAND WORTH without a protected 
GULF COAST—Solvent Refined Lubes. 
From Mid-Continent grade crude. Prices FOB ship supply of the highest quality lubricant 
at or export. | 

is Oo mel fel at SVinale tae 
Bright Stock—Vis. at 210° suild your brand on the unsurpasse 


a 18-19(4) yuality of UNITED’s 100% Pure Pennsylvania 


Neutral Oilse—Vis. at 100°; 95 v.i.; 0-10 p.t. Lubricating Oils and reap the beneft of 
14-15(8) 
14.5-15.75(8) UNITED’s policy of not competing with the 
15-16 .25(3) 
independent Jobber and Markete 
SOUTH TEXAS LUBES 


(Vis. at 100° F., FOB S. Tex. refineries for do- Write, Wire or 
mestic and/or export shipment.) 


PALE OILS: , 
errs ae 12.25(6) | = ae ee arr 
2-3 j 
2-3 
Moca prance (6) 


UNITED REFINING COMPANY, WARREN, PA 
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PRICES in effect October 25 at Refineries and Terminals—Cont. 


LP-Gas Prices 


Producers’ contract prices for propane, tank cars. 
8 


Atlantic & Gulf Coasts 


92 Oct. 
Prem 


Prices are of refiners, FOB their refineries, tanker terminals and of tanker terminal 
FOB their terminais. Ships’ bunkers prices are exclusive of lighterage. 


86 Met. 
Reg. Kerosine 
Gasoline No. | Fuel 


12 45 

11 75 

14 8(4) 
12.8-13.5 


No. 2 Fuel 
9.6(18) 
9. 





> (2yid. :. -. 9(2) 


14. 8-15 .45(2) 
13.6a). 





WESTERN PENNA. (T. C. in bulk) 


White Crude Scale: 
124-126 A.m.p. 


10 
10.45(15) 
10. 45(6) 


13.38-14 4(8 
Ry 8-12 95(2) 
5-12.56 





18.2514 26 
14.6-14.9(6) 
14.9 

14.6(8) 


i 2508) 
13.1-13.4(7) 
18.4 

18.1(8) 


10 .25(2) 
9.25(2) 
11.8(11) 
118 


11.1(4) 10.2(5) 





SEABOARD 
elites points are AMP, 8° higher than 
EMP. Prices load lots. 


14.5-16.8 
14.7(2) 


10.35(9) 
ee -2(4) 


10. 35(7) 
11.1(2) 


9.6(11) 
9.3(3) 
8 85 
9.6(6) 
10.2(5) 


18-138.7 
18.2(2) 





are for car 

prices are FOB refinery ; seale in bags or bbis; 
refined slabs loose. Export prices are 

F. scale in bags or bbis., fully refined in 

begs or cartons. 


16 2-16.8 


13.7-14.8 


18.4(5) 
14.5(8) 
14.4(4) 


10. 7a 9.6(10 
9.3516 
10.3(4) 
9 &8(9) 
9.7(9) 





Crude Scale: 
124-126 white.... 


N. Y. Domestic N. Y. Export 
7.10(2) (4)6 .6-6.75 


Fully Refined: 
128-5... 7.95-8.45 
125-7... 8.45(8) 
185-7.... 

148-5.... 

149-51... 


oftttr 
Seaa8 


tHE 


Chicago District Prices 


N. Y. Harbor. 


@)i4 6-14. 93) 


14.8-14.8(4) 
18 .9-15 .86(2) 


No, 4 Fuel 


- (11)$8 . 16-8 .72 


(2)18.1- Ms Fa 
12.8-138.3 


12.85-12.85(2) 


10.3(7 
10.2(6 


10.45(7) 9.8(7) 


Diesel Oil Light Diesel 
Shore Plants Ships’ Bunkers envy, Wtanst 
(50 et., SS d.i.) (45 ct.. 45d.i.) Ships’ Bunkers 


10.3(6) 





Prices to jobbers & distributors in tank car 
and/or truck trai lots refineries, 


10. 13) 
(2) 





nsport FO 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 





(2)12.5-14.5 
(2)11.5-18 





(8.10. 75-11.3 
(4)9 .75-10 .25(2) 





4.06(4) 





7.15-7.35(2) 
x(8)7.1-7.25(8) 

x6 .3-6.45 
x(4)6. 1-6 .25(4) 


No. 6, high sulfur 
No. 6, low sulfur 


Mexican Bunker Prices 
U. S. DOLLARS PER BBL. OF 159 LITERS 


N. Y. Harbor.. (8 


No. 6 Fuel 
No Sulfur 
Guarantee 


nSe-S. 28(11) 


4. “82615 
4.284(5 


4.01(8) 


10.2(6 
9.9(2) 


No. 6 Fuel . 

No Sulfur 

Guarantee 
Barges 


$2.25(15) 
2.25(6) 





1 95 
2 2915 
2.2018 2.20/3) 
1.95 (4)1 95-2.10 





ie Yhap 


2. 15(8) 
2 


wo 
oa 
oo 
~~ 
On 
—~ 





Pacific Coast 


2.27 
1.95(4) 

2 23(5) 
2.30-2 85 


~~ 
=r 
— 





(In Ships’ Diesel Bunker C 
Bunkers, or Fuel Fuel 
Deep Tank Lots) (P.S. 200) (P.S. 400) 





2 221%) 
1518) 

2.29 

2 26(8) 


a= 
> wa 
— —~ 


=~ 





San Pedro, Calif... $4.20(5) £1.80(5) 
San Francisco... . 4.41(4) 1.85(4) 
Portland, Ore..... 4.62(4) 2.10(4) 
Seattle, Wash..... 4.62(4) 2.10(4) 


54 


= 
- 
~ 


2 20/5) 
2 1316) 


to ro] 0910 nO td] kono FO] RO ROE 
3 RBA SBI 
v0 


© 
— 
~ 
~ 
— 
~ 


Note—At Atlantic Coast points from Baltimore south and at Tampa, prices of some sellers 
for distillate fuels to bulk commercial 


consumers are 0.15¢ higher than prices shown above. 
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Gulf Coast—Cergoes, Domestic & Export, All Ports 
Cargo prices are FUS8 ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners a © 


ether refiners, export agents, or tanker termina! operators. The figure in parentheses after 
Price indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 


19.75(2) 
18. 25(3) 
17.25(2) 


9(2)-9 .25(2)-9 .75(2) 
coepenes 8.5(4)-8.75(4) 


9.25-9.75 Diesel & Gas Oils 


43-47 Diesel Index. ...... 0.660 ecceeeceee 8.5(3) 
48-52 Diesel Index. .........++.++ 8 .625(3)-8 .875 


Prem. 
12(8)-12. S518. 5-13-13 25-13 .75 68-ST Diesel ladem. .......ccccccccccces 8.75 (8) 


1.6(2)-11. et oa = 


0.25(2) Heavy Fuel—Cargoes 


S955 (a. 6 Past, 0-00 pte... .2.2-000-00e08 $2.60(2) 
$1.85(7)-1.90-1.95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 
Grade 100/130 3 Grade 91/96 Grade 80 
-1(2) : 17.85(2) 
9.2 17.7 17.46 


11.8(8) 
10.9(6) 
6.75-7(2) 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company's requirements ; 
fe per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 

rices shown are basis for such purchases with deductions being made for terminaling and pipe 

e services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 
Bachaquero . $1.76 La Piedras or Amuay 
Tia Juana Heavy . 213 rey 
Lagunillas Heavy Las Piedras or Amuay 
Tia Juana Medium Amuay 
Fg — 102 L.P. 


p= BORON NV NO CO CORO RO NORD Hs 
SSRRRBSSSETSS 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any: FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below ard above those shown 


Crude 
Arabian 


Company Loading Port 


Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Fao, Iraq 
Fao, Iraq 
Fan, Iraq 


Effective Date 
17-27-53 
7-21-53 
1-24-58 


+ ~ Sales uses 
verseas Supply 
Esso Export 
An ieee 
1 Petroleum 
Soc.-Vac. Overseas Supply 
nglo-Iranian 
ulf Exploration 
pe em 


BRReRe 


segege 
CoewwSOS Z Owwowowowwwvwve 


Fao, Iraq 
Mina-al-Ahmadi, Kuwait 
Mina-al-Ahmadi, Kuwait 


ow 
pone 
Ta i 
ww 
s-- 


Umm Said, Qatar 
Umm Said, Qatar 
Umm Said, Qatar 
Umm Said, Qatar 


Sidon, Lebanon 
Sidon, Lebanon 
Sidon, Lebanon 
Tripoli, Lebanon /Ranias, Syria 
Tripoli, Lebanon ‘Raniaa, Syria 
Tripoli, Lebanon /Ranias, Syria 
Tripoli, Lebanon /Banias, Syria 
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Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated 
Crude Company Gravity API Price FOR Effective Date 
Seria Light Sarawak Oilfields Ltd. 837-38 $2.60 Lutong, Sarawak 4-1-54 
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Paragon 
FUEL OILS 


30 E. 40 St., N.Y.C. EV 8-4100 








of Uniform High Quality 
for TANK CAR BUYERS 
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PATENT CHEMICALS 


Paterson 4, New Jersey 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20, N.Y 








Want to 
SAVE TIME? — 


of course you do ... for time is 
money. So whenever you want to 
make quick, effective contact with 
men in active management in the Pe- 
troleum Industry use the “CLASSI- 
FIED” section in NATIONAL PETRO- 
LEUM NEWS. 


“CLASSIFIED” can help you with 
your wants and needs; personne! or 
a position; a business service or a 
business for sale. 


For further information write “CLASSI- 
FIED,” c/o NATIONAL PETROLEUM 


NEWS, 330 W. 42nd St., New York 
36, N.Y. 














PRICES in efftect October 25-—Tank Wagon 


Prices fer gasoline de net include taxes; t do, however, includ Inspecti both gasoli kerosine prices 
mspection as shown in next column. eesiuenty, tax — chen a Se oe pet, eat "are a follows pistons 

Ala. 1/40c on oslines Ark. 1/20c; Fla, 1 1/8c; Il. 3(2¢8e; + a 2/25¢; 
Kans. 1/100c; my 1/32c; Minn. 5/200c; Mo. fase; N 3/100c. Nev. 
1/20c; C. 1/4c; N. D. 1 ; Okla. 2/25¢; S. C. ier: Ss. D. 1/400; 
Tenn. 2/5c; and Wisc. 3/1 _ 


where levied are i in footnotes. Discounts, 


pa ~~ - shown in Fostustes, These prices in bE. October MS 1954, 
y principal marketing companies at their headquart 
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cally | of local conditions). 
Conoco Demand 
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Salt Lake City and Twin Falls eneefine and 
pesauine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct Ic. 
Notes: 
T. W. prices are consumers and dealers. 
Premtum-grade AZ t.w. prices 2.8¢ 
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cept for deliveries to 

x" ~ ing Chevron 
Aviation 80/87) "uheve 0.5¢ differential io 
to 40-8399 gal. delivery; for less than 40 gals. 
id lu add 5.0¢ for 
nd less 
gals. ide trade. Prices for 

Chevron p - ~ hy 80/87 at Salt Lake 

to ——y * in excess 


100 gals. ae 
ron Aviation 80/87 ivered p 
oa for 91/98, 5.0c be mtne/190 and 8.be for 


Keresine—T.T. prices apply to deliveries of 
other deliveries: less than 

40 gals., add llc; 200-899 gals., add 3c; 40-199 
gals. add 6c; tank car/truck trailer; deduct 


“Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries .of 400 
other deliveries 


* Standard No. 2 Burner Oil. 


Humble 
Humble Gasoline Gaso- Kerosine 
Oil Regular line Tank Re- 
T.W. Retail Taxes W tail 
RS Ba 6 a 17.5 
-. 14.8% 18.9 6.0 7 17.5 
14.7 20.0 6.0 18.8 17.5 
- 15.0 20.8 6.0 18.8 17.6 


Notes: 

T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 


regular. 
ee of 13.9¢ in effect to contract dealers 
only. 


Kerosine inspection fees only; Ala. 1/2c; Iowa 1/50c; Mich. 1/5. 


Esso Gasoline 
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Naphthas T.W. & Steel Bbls, 
Min. Spirits V.M. & P. 
19.5 
26.5 


FUEL OILS—T.W. 
No.1 No.2 No.4 No. 


Atlantic City, N.J.. 13.85 13.1 
Newark 18.85 


. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add le 
for 100-299 gals., 2c for yp 100 

No. 6—Washington price is for mi —Z 
of 1,050 gals.; for min. delivery of 2.500 
price is $2.69 per bbl. 

Premium-grade gasoline t.w. prices 12.50 
above regular. 
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Imperial (s* rive at price eee Cet 
Oil subtract 
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Benker Geosline cine 
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* Price is for Premium-grade. 
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GOING PLACES 





























Jump the gun on competition if you'd like to find a lot of new 
business falling into your lap. Just switch to Richfield and new 
Richfield Ethyl 101 Plus—the hydrogen-powered gasoline. 
Motorists from Maine to Florida are reading about this great new 
gasoline in Richfield’s refreshingly different, cleverly compelling 


cartoon advertising series, and Richfield Distributors are happily 


making money with a supplier who works as a partner—not 
a competitor. Write, wire or phone .. . 


Ws 
-\ RICHFIELD 
= 's 
) 


OIL CORPORATION OF NEW YORK 
579 FIFTH AVENUE, NEW YORK 17, N. Y. 


Serving the Eastern Seaboard from Maine through Florida 
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PRICES in effect October 25-—Tank Wagon—Cont. 
Secony Vacuum 


Grede'Grade Grade Mobilgas (Regular Grade 
r ) 
Gasoline 80 91 100 Cons. Dir. Cons. Dir. 

Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.W. 
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Mineral oe * . . 
Vv. M. & P. Naph ‘ N ¥ . 28 20.5 
Taxes: N.Y.C. prices are ex 8% city sales tax. S ces ex 2% city sales tax, applicable to price of gasoline (ex tax 
Discounts: Mobile Kerost: ork City (all and Mt. Vernon, Ne eee red iar Galterian of 600 quo or mene. 
Mobiifuel Diesel—All points, tank wagon veries of 800 gals. or more. 
Mobtlheat—New York City (all ) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are deliv prices, all other T.C. prices are FOB bulk terminals. 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphthe & Solvents—Cons. T.W. 
Schio Sohio Sohio Con- Re- S.R D.C. V.M.&P. 
Avia. Sol- Naph- Naph- Varno- Sol- 
tha tha lene vent 
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23. 
23. 
23. 
23. 
23 

28. 
23. 
23. 
23. 


Taxes: — =! operators can purchase aviation gasoline less 4c gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 to supplier 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuele—Prices are for 100 gals. or more, 50 to 99 gals. add 1c per gal., 1-49 gals. add 2c per gal. 
Naphthas & Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For ot deliveries: 150-499 gals. add 2c; less than 150 gals., add 5e. 
Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; 8.8. prices are at company operated stations. 
xEffective Oct. 19. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of In- 

diana bulk plants where the company’s prices are publicly posted. 
Red Crown St Furnace Oi}-——————_ 
(Reg. Grade) Gaso- Kero- 100 100- =100- + 175- 350 850 Kentucky 
Cons. Dir. line 1-99 als. 175 349 849 —s gals. gals. St d d 
T T.W. Taxes T.W. gals. over gals. gals. gals. & over & over ancar 





Chicago, Ill 
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Milwaukee, Wisc... 7: sec 

Fuel Oile—T.W.—Chicago, Il. Fire-Chief Gasoline 
Standard St 1 (Regular Grade) Kerosine 
Heater Oil Furnace Oil Dealer Gasoline Dealer 

16.3 15.8 by 





15.3 
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Montgomery 
kerosine, lc; Mississippi, kerosine 0.5c. 
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Taxes: St. Louis, Mo., gasoline tax includes ic . 
eity tax. Des Moines, Ia., kerosine and furnace rices apply 
ofl prices do not include 6c state tax. State with minimum delivery Notes: 

cales, Coeupation, consumer & use taxes to be Premium-grade gasoline t.w. prices 2¢ above 
added, where applicable. Premium-grade gasoline t.w. prices 2c above lar. : 


4 reguiar. 
**"Temporary” price. regular. Cons. t.w. prices same as net dealer prices. 





58 NATIONAL PETROLEUM NEWS * October 27, 1954 





GOVERNMENT 


NPA Submits Dispersal Solution 


The National Petroleum Assn., 
replying to a government offer 
to detail methods by which the 
U. S. can continue development 
of its energy resources, told the 
Cabinet Committee on Energy 
Supplies and Resources Policy 
this week that refining capacity 
in dispersed areas could be main- 
tained by purchasing from near- 
by small refineries whenever 
possible. 

NPA’s views were expressed by its 
president, A. W. Scott, in a letter to 
the Cabinet Committee. 

Scott said that defense agencies 
have been putting great stress on the 
need for dispersal of industry as one 
means of protection against attack. 
He said he agreed with this policy, 
especially for the oil industry. 

Trend—But he pointed out the cur- 
rent trend of the industry is toward 
increased refining capacity with fewer 
refineries. 

“This concentration,” he said, “has 
been a result of the fierce competition 
in the oii industry and there are sound 
economic reasons for it.” 

Stating he does not suggest that any- 
thing can or should be done to reverse 
this trend by trying to get new capacity 
built in areas where such construction 
is not economically justified, Scott 
made this point: 

“We do suggest . . . that the govern- 
ment use its purchasing power to 
attempt to sustain some of the dis- 
persed refining capacity already in 
existence.” 

If Air Force bases scattered over 
the U.S. could be supplied by small 
widely distributed sources of supply, 
it would be a great national safeguard, 
Scott said. 

Write-Offs No Answer—The NPA 
president said he did not believe rapid 
tax write-offs would be enough to get 
refiners to build facilities in areas 
where they are not economically 
justified. 

“At the same time,” he continued, 
“the government is neglecting the 
opportunity to help maintain refinery 
capacity .. . already available in these 
areas, much of which is threatened 
with extinction.” 

Scott said the government could 
make purchases on a non-competitive 
bid basis on the grounds that it was 
“in the interest of the national de- 
fense.” This would permit the mili- 
tary to buy products from smaller re- 
fineries outside of congested urban 
areas and, where possible, from re- 


fineries supplied with crude oil from 
nearby areas 

Jet fuel was a good example of a 
product to which this policy could be 
applied, Scott maintained, because it 
“can be made at any refinery.” Despite 
this, Scott added, many AF bases are 
presently obtaining requirements from 
distant refining centers. 

Local refineries could also supply a 
wide range of other products, includ- 
ing motor gasoline and lubricating oils, 
the NPA president maintained. 


ASPPA Seeks Fuel Bids 


The Armed Services Petroleum Pur- 
chasing Agency is asking for bids on 
Class 2 Diesel and No. 6 fuel oil for the 
Army and Navy, plus bids for serv- 
icing Navy and Air Force planes 
at Paterson Field, Colorado Springs. 

ASPPA seeks bids by 2 p.m. EST 
Oct. 28 on 13,500 bbl. of Class 2 
Diesel, 25,500 bbl. No. 6 fuel oil, 
and lesser amounts of marine Diesel, 
74-octane motor fuel, marine white 
gasoline, 91/96 aviation gas, and 
kerosine. 


“ADVERTISERS | INDEX 


| This index is published as a convenience to the 
readers. Every care is taken to make it accurate, 
but NATIONAL PETROLEUM NEWS as- 


| sumes no responsibility for errors or omissions. 


| American Flange & Mfg. Co. 
| Blackmer Pump Co. 42 
| Crown Can Division Crown Cork 

& Seal Co., Inc. 21 
Deep Rock Oil Corp. 55 
Erie Meter Systems, Inc. _ 2nd Cover 
| Ethyl Corp. Facing 2nd Cover 
Ever-tite Coupling Co. 23 
|General American Transportation 
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| Gilbert & Barker Mfg. Co. 
| Goodrich Co., B. F. 
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| National Petroleum News 29-30-62-63 
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| Patent Chemicals Inc. 55 
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| Republic Oil Refining Co. 52 
| Richfield Oil Corp. 57 
Scully Signal Co. 53 
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Sun Oil Co. 4th Cover 
United Refining Co. 53 
United States Rubber Co. 1-25 
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Willard Storage Battery Co. 36 
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_ CLASSIFIED 


UNDISPLAYED RATE 
$1.50 2 line. Minimum 3 lines. Box numbers 
one additional line. 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in advance. 
DISPLAYED RATE 
The advertising rate is $14.50 per inch for all 
advertising appearing on other than a con- 
tract basis. Contract rates quoted on request 
NATIONAL PETROLEUM NEWS 
Classified Advertising Division 
330 W. 42nd St., N. Y. 36, N. Y. 








REPLIES (Box No.): 


Address to office poerent you 
NEW YORK: 330 W. 42nd St. (36 
Chic AGO: 520 N. Michigan Ave. (11 
SAN FRANCISCO: 68 Post St. (4 

















Position Wanted—Sales and management exec- 
|utive, graduate engineer, age 42, experience cov 
jers all phases of petroleum marketing. Industrial 
sales, lubrication engineer, service station site 
selection, construction and operation, warehouse 
and pipeline management. P'W-4161, National 
Petroleum News 

15 years sales experience. Proven ability and 
aggressive. Full knowledge of wholesale and re 
| tail petroleum operation. Desires position with 
opportunity of becoming part owner in company 
Age 37, married. If you are looking for some 
one who can produce results, please write PW 
4418, National Petrole um News. 


"BUSINESS OPPORTUNITIES | 


| For Lease: Profitably established Jobbership 
with Major Oil Company with 2,000,000 gallor 
yearly volume in North Michigan area. Requires 
$70,000.00 investment. Write BO-4316, Nationa 
Petroleum News 








| For Sale: Jobbership now - sell 1,500,000. City 
and farm territory 70,000 ag See Take 

| $25,000 to $50,000 cash to handle depending if 
you want full or partial ownership. Owner 

| wishes to retire and will help finance balance t 
be paid over period of ten years. Real gold 

| mine for right party. All replies strictly conf 

dential. BO-4289, National Petroleum News 


L /EQUPMENT-ased-surs 


ees Fer Sefer 


For Sale: 1942——-4250 golion Penn Tank 3 
ompartments mounted on Fruehauf trailer, a 
brakes, 10.00 x 20 tires. FS-4134, National Petr 
leum News 





For Sale: 1947 Brockway 2200 gallon tank truck, 
4 compartments, fully equipped including safet 
valves, air brakes, power take off power reel, 
printing meter, etc., all in good condition. Bal 
cock Oil Co., Fulton, N. Y 


2260 gal. tank truck for sale; F-8 Ford complete 


with all fuel oil equipment; 
International, 1200 gal. 
FS-4385, National P etroleum 


$2200.00. Also 194¢ 
truck complete; $1250. 
News 

= - Wanted = 

| Wanted: ‘One « or ‘chain of “oll stations town of 
ten thousand orf Superior Oil ompat 
519 S. W. 7th Street, Des Moines, Iowa 


Wanted 4000 gallon, single axle, one to three 
compartment tankers, no meters, Please give full 
yarticulars first letter. Thomas GMC Trucks 
ies. 446 West End Bivd., Winston Salem, N. (¢ 


more 


Wanted: Late "Model Tank of 1400-1500 capac- 
ity, three or more compartments. State price, etc 
first reply. Independent Oil Co., Natches, Miss 





gallon, Browns, .949, 4 compt. two—2',” 
Meters, alr brakes, 3” thruout. Perfect. $1750.00 


2—4700 ga Frevhauf, 1948, compt. | meter, 
air, Soenet’ box full side ee Perfect. $2950.00. 


Buy from BRUCE E. HACKETT CO 
621 West 58 St. Kansas City, Mo. 
Phone Hiland 1385 
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Levy 


Reinert 
Lundberg 


MacLardie 


Wilson Messinger Chadil Miller 


Boner 


Fuller Moore 


Lafranchi 


FORMATION OF AN ASSEMBLY of Independent Retailers 
was studied by these Los Angeles Basin marketers at a meeting 
Oct. 4. No definite conclusion was reached, but pondering a 
statement of the group’s objectives are (left to right, front) Dan 
Lundberg, executive secretary, Serve Yourself & Multiple Pump 
Assn.; Ernest Lafranchi, A & L Oil Co.; 


Sav-Mor Oil Co. and Bill Boner, 
Walter Amen 
has been named 
assistant sales 
manager for 
Frontier Refining 
Co., with head- 
quarters in Den- 
ver. Before going 
to Denver, he was 
zone manager at 
Scottsbluff, Neb. 
Normal Farrell 
was assigned as 
Amen’s successor at Scottsbluff. 

Other appointments were also an- 
nounced by Frontier _ Refining. 
Xavier Nady has become administra- 
tive assistant in the sales department, 
and Clare Reimer has been appointed 
zone manager at Grant Island, Neb. 

” 

W. C. McCammon has been named 
to the newly created post of assistant 
to the president of Standard of 
California, according to T. S. Peter- 
sen, president. 

McCammon, assistant controller of 
the company since 1944, joined Stand- 
ard in 1932. A native of Coalinga, 


W. Amen 


60 


C. Neil MacLardie, 
Macmillan Sales; 


(rear) 


Calif.. McCammon is a graduate of 
University of California and _ the 
Harvard School of Business Admini- 
stration. 

He is a member of the American 
Petroleum Institute’s financial and 
accounting committee, the Controllers 
Institute of America and the San 
Francisco Commercial Club. 

oe 

D. T. Sheehy, formerly with the 
Chicago & Eastern Illinois R. R., has 
assumed his duties as assistant to the 
vice president of the Commercial 
Petroleum & Transport Co. in Hous- 
ton, Tex. 

a 

Officials of C. C. Wakefield & Co., 
Ltd., London, England, have an- 
nounced that Leonard M. Broadway 
has become managing director, suc- 
ceeding Alonzo Limb. Limb retired 
because of ill health but will continue 
as a director of the company. 

Broadway joined Wakefield 34 
years ago. He was appointed secre- 
tary by the late Lord Wakefield in 
1938. Following wide experience in 
administrative and financial matters, 


NATIONAL 


Julius Levy, Waggoner’s Crenshaw; Jim Wilson, Texaco; Art 
Messinger, secretary-treasurer of Southeast Los Angeles re- 
tailers’ group; R. L. Chadil, Waggoner’s Gazbah; H. C. Reinert, 
independent distributor, Sun Valley; John Miller, Miller-Barnes 
Oil Co., Mohawk Petroleum Corp. distributors, South Gate; 
Dave Fuller, assistant sales manager, Mohawk, and Kent Moore, 
Hancock Oil Co.. distributor, Glendale 


including the formation of the Wake- 
field subsidiaries, he was elected to the 
board of directors in 1947 and became 
assistant managing director in 1952. 

William F. List was announced as 
the new assistant managing director. 

o 

Joseph K. Barron has been named 
purchasing agent for the Ashland Oil 
& Refining Co., Ashland, Ky., by 
Edward E. Emrick, Jr., director of 
purchases for the company. Barron 
came to Ashland Oil as a buyer in the 
purchasing department in 1949 and 
was named assistant purchasing agent 
last year. 

A native of St. Marys, W. Va., 
Barron attended Ohio University and 
Marshall College. During World War 
II, he served in the Army and was on 
duty in Germany and Central Europe. 
With his wife and daughter, he now 
lives in Bellefonte, Ky. 

- 

Hugh E. McDonald has retired as 
vice president of Hi-Way Refineries, 
Ltd., Regina, Sask. A veteran of 30 
years in the industry, he joined Hi- 
Way as sales manager in 1946. 
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South Dakota Independent Oilmen’'s Assn. 


Johnson Lindner Vognild Stassel Lewis Curtis Boehnen 


AN OLD STORY gets laughs from Carlyle Johnson, Johnson- NEW DIRECTORS are Gail Lewis and Marvin Curtis of 
ville; E. L. Lindner, Toonerville; George Vognild, Wakonda; Rapid City; and L. L. Boehnen of Mitchell. Director Emmett 
and Paul Stassel, Aberdeen Bauder of Huron was absent when picture was taken 


Johnson Couch Anderson Schwem Trish Shields Ribble 


TALKING OVER convention program are Sigward Johnson, SOCONY-VACUUM'S district office at Aberdeen was repre- 
LaBolt; W. S. Couch, Yankton; Holger Anderson, Sioux Falls; sented at convention by John Trish, Clyde Shields and C. M 
A. C. Schwem, Pierre Ribble 


Kost Carson Dawson Windedahl H. J. Lee Carson Rist Rumbolz D. Lee 


READING OVER program notes are Earl Kost, Selby; Clay- RENEWING FRIENDSHIPS at convention are H. J. Lee, 
ton Carson, Langford; Don Dawson, Canistota: and John Vermilion; Clayton Carson, Langford; William Rist, Center- 
Windedahl, Carthage ville; Ernest Rumbolz, Ethan; and Dean Lee, Vermilion 


October 27, 1954 + NATIONAL PETROLEUM NEWS 61 











hep your sales story 


2 ——_ \\\\\ 
a WAN AY 
EZ —— \\\ \ 
SEA: \\\\ ‘ 
. 









“ee oil & TBA 
i Marketing 


FOR 
~ Yearbook 









THE NEW 





at oi! men's fingertips 


In 1955 National Petroleum News will present, for the first time in 
the oil industry, a comprehensive Statistical and Reference Yearbook 
of Oil and TBA* Marketing. This new Yearbook will be published in 
May as anextra, or thirteenth, issue of the monthly National Petroleum 
News, and will be sent at no extra charge to all NPN subscribers. It will 
give them factual answers to many of the myriad questions that con- 
front oil marketing men in their daily work. 

Why an Oil Marketing Yearbook? Because NPN editors see a 
tremendous need for it in their own daily work. Readers constantly ask 
for the kind of information the Yearbook will contain. By answering 
questions frequently encountered in everyday operations, the Yearbook 
will prove a valuable reference work for every oil marketing man. A 
glance at the contents sample shows why—much of this information is 
now found only in widely scattered forms, and some of it is not pub- 
lished elsewhere at all. 

What It Is. The Statistical and Reference Yearbook of Oil and TBA 
Marketing will contain basic data on the marketing division of the 
petroleum industry, plus much of the information previously presented 
in the NPN annual TBA Directory and Buyers’ Guide. The Yearbook 
will be easy to read and easy to use, with tables in big type, ample charts 
and graphs, and plenty of functional color. Tables will be tightly edited 
so readers won't have to swim through a sea of figures to find the infor- 
mation they want. Statistics will be presented on an annual basis, with 
data from previous years to show trends. 

What It Will Contain. Some Yearbook features are given at the right. 
More information will be included as surveys uncover detailed reader 
needs and preferences. 

Who Will Use It. Everyone who needs detailed, factual information 
on oil marketing—or on tire, battery and accessory distribution—will 
turn to the new Yearbook as a valuable source of facts. This includes 
executives and operations men in production . . . sales . . . economics . 
transportation—throughout the entire petroleum industry. 


If you sell equipment or supplies to oil marketers—if you sell tires, 
batteries, or accessories through oil marketers—this big new marketing 
Yearbook will keep your sales story at oil men’s fingertips. Distribution 
to NPN subscribers gives year ‘round coverage of your prime prospects. 
The cost is low, the value high. Be sure to provide for it in your 1955 
budget. Consult your National Petroleum News representative for 
full details. 


*TBA: Tires, Batteries and Accessories. 


—— 


feb ational 








Some Yearbook Features 


TBA manufacturer and supplier personnel. 

Oil company marketing personnel. 

Oil company marketing territories. 

Oil company dealer and TBA programs. 

TBA sales at service stations. 

Car breakdowns. 

Battery date codes. 

Antifreeze sales data. 

TBA ratios. 

Replacement tire and battery shipments. 

Index to important TBA articles published 
in NPN. 

Production and consumption of all oil 
ywroducts handled by marketers: Gaso- 
ine, distillate, kerosine, residual, motor 
oil, LP-gas. 

Motor oil ratios; oil exports and imports. 

Highlights of Canadian statistics. 

Trends affecting supply; passenger car, 
truck and bus registrations and produc- 
tion; oil burner shipments. 

Station permits and number of stations by 
states. 

Directory of all U. S. refineries, showing 
capacity, products and location. 

Maps of U. S. refineries, product pipe 
lines, crude lines, terminals, under- 


ground LP-gas storage; crude produc- 
tion by states. 

Index to NPN reprints available. 

Jobber cost-profit survey. 

Octane ratings. 

Directory of state — associations, 
with officers and addresses of secretaries. 

Toll road statistics. 

Gasoline taxes by states. 

Degree day totals by cities. 

Equipment jobber directory. 
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Dr. Stack 


Thomas 





Hope 


ESSO’S PRESIDENT Stanley C. Hope congratulates Manuel C. Thomas as he starts 
a year’s study of Driver Education at New York University’s Center for Safety Educa- 
tion under a grant from the Esso Safety Foundation. Dr. Herbert J. Stack, director of 


the Safety Center, looks on 


In celebration 
of his 80th birth- 
day- and his 65 
years of service 
to the petroleum 
industry, Herbert 
R. Straight was 
guest recently at 
a dinner given by 
officers and direc- 
tors of the Cities 
Service Oil Co. at 
Bartlesville, Okla. 

Straight came to Oklahoma in 1911 
from the Pennsylvania oil fields, 
where his father was famous as the 
“man who drilled 1,000 oil wells in 
Pennsylvania,” to help manage the 
old T. N. Barnsdall properties. Shortly 
thereafter, he joined a group of 
producing companies that were to be- 
come Cities Service Oil Co. 

During the years, he was elected 
vice president and manager of what is 
now Cities Service Oil Co. (Del.), then 
later became president. He was 
elected president of the Cities Service 
Pipe Line Co. and Cities Service Gas 
Co. in 1937; served as president of the 
gas company until 1944, and in 1946 
was made board chairman of Cities 
Service Oil and Cities Service Pipe 
Line Co. 





H. R. Straight 


6 
Paul D. Williams, of Tulsa, techni- 


64 


cal director for the Western Petroleum 
Refiners Assn. for the past 10 years, 
has been named acting secretary- 
treasurer of the organization succeed- 
ing the late John C. Day. 


DEATHS 


John C. Day, secretary-treasurer of 
the Western Petroleum Refiners Assn. 
for many years, died Oct. 5 in Tulsa, 
Okla. Day, who was 69, had been 
associated with WPRA since 1935, 
and had been connected with the oil 
industry since 1922. 

Mr. Day began his business career 
as assistant engineer with the St. Louis- 
San Francisco R.R. In 1922, he join- 
ed the Wilcox Oil Co. as a civil engi- 
neer, and in 1924 became refinery 
engineer for the Waite Phillips Oil 
Co. Two years later, he became re- 
finery engineer for the Barnsdall Re- 
fining Co., and in 1929 he became 
assistant to the president, a post he 
held until 1934. 

It was then that he became a re- 
finery allocator under the NRA, re- 
maining for about a year. In 1935, 
he joined WPRA as a technologist 
and became secretary-treasurer_ in 
1939. 





NOVEMBER 


Socy. of Automotive Engineers, natl. fuels anu 


lubricants meeting, Mayo Hotel, Tulsa, Okla., 
Nov. 4-5. 


Oil Dealers Assn. of Arkansas, annual con- 
van, Hotel Marion, Little Rock, Ark., 
ov. 4-5. 


National Oil Jobbers Council, annual meeting, 
Hotel Sherman, Chicago, Ill., Nov. 4-6. 


National Oil Heat Council, organization meet- 
ing, Conrad Hilton Hotel, Chicago, Nov. 8-9 


American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 


Transportation Club of the Petroleum Industry, 
Bismarck Hotel, Chicago, Ill, Nov. 8. 


Petroleum Industry Buyers Group of the Nat’l. 
Assn. of Purchasing Agents, Conrad Hilton 
Hotel, Chicago, IIll., Nov. 9. 


Assn. of American Battery Manufacturers, 
annual convention, Edgewater Beach Hotel. 
Chicago, Il., Nov. 15-17. 


American Petroleum Credit Assn., Muehlebach 
Hotel, Kansas City, Mo., Nov. 15-17. 


North Carolina Oil Jobbers Assn., annual meet- 
ing, Sir Walter Hotel, Raleigh, Nov. 17. 


Packaging Institute, petroleum packaging 
committee, Statler Hotel, New York, N. Y.., 
Nov. 29-30. 


International TBA meeting, annual conven- 
tion, Chase and Park Plaza Hotels, St 
Louis, Mo., Nov. 29-30. 


DECEMBER 


Interstate Oil Compact Commission, Drake 
Hotel, Chicago, Ill., Dee. 2-4. 


API Oil Industry 


Information Committee, 
Waldorf-Astoria, i = 


Dec. 8-10. 


JANUARY—1955 


Society of Automotive Engineers, golden an- 
niversary annual meeting, Sheraton-Cadillac 
and Statler Hotels, Detroit, Mich., Jan. 10-14. 


South Carolina Oil Jobbers Assn., annual meet- 
ing, Columbia Hotel, Columbia, Jan. 13. 


Kansas Oil Men’s Assn., Baker Hotel, Hutchin- 
son, Jan. 17-18. 


Kentucky Petroleum Marketers Assn., annua! 
meeting, Brown Hotel, Louisville, Ky., Jan. 
19-20. 


Northwest Petroleum Assn., Radisson Hotel, 


Minneapolis, Jan. 27-28. 


FEBRUARY 


Florida Petroleum Marketers Assn., Geo. Wash- 
ington Hotel, Jacksonville, Fla., Feb. 4. 


Missouri Petroleum Assn., Muehlebach Hotel, 
Kansas City, Feb. 7-9. 


American Society for Testing Materials Com- 
mittee D-2 on Petroleum Products and Lubri- 
cants, Rice Hotel, Houston, Tex., Feb. 13-18 


lowa Independent Oil Jobbers Assn., annual 
convention, Fort Des Moines Hotel, Des 
Moines, Feb. 15-16. 


Texas Oil Jobbers Assn., management insti- 
tute, Driskill Hotel, Austin, Tex., Feb. 15-17. 


American Petroleum Institute, division of mar- 
keting, lubrication committee, Sheraton- 
Cadillac Hotel, Detroit, Mich., Feb. 16-17. 


California Petroleum Distributors Assn., annual 
meeting, Sacramento, Calif., Feb. 19-20. 
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Sixteen A. O. Smith T-15 Meters 
installed on main blending 
manifold at Gulf Oil Corpora- 
tions modern canning plant at 
Charleston, S.C. Sixteen other 
T-15’s are used in individual 
blending operations. All are 
equipped with Strainers, Hori- 
zontal Counters, Set Stop 
Counters and Automatic, Slow- 
Closing Set Stop Valves —all 
functional accessories which let 
you DO MORE WITH A. O. 
SMITH METERS. 


Save time, space, tankage and 
manpower. Maintain quality through 
accurate control. Do all this by blending 
with A. 0. Smith Meters, equipped with 
time-tested, functional, automatic Slow- 


Closing Set Stop valves. 


Get complete information from nearest representative. 
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Factories: 5715 Smithway St., Los Angeles 22, Collif., P.O 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwaukee 1, Wis 





Line Pipe and Vertical 
and Electrodes Heat Exchangers Safety Grating Electric Motors 


Oil-Well Casing Turbine Pumps 








AUTOMOTIVE GREASES FROM SUN 


pay off in profits for wholesalers 


CUP GREASES 


WHEEL BEARING GREASES 


CHASSIS LUBRICANTS 





Application— Recuar for cup and gun ap- 
plication under ordinary temperatures and 
where service is not severe. WINTER GRADE 
for all types of equipment which must be 
lubricated outdoors, often at extremely low 
temperatures. 


Description— Medium-viscosity oil and lime 
soap. Smooth texture. Water repellent. Re- 
sist washing action of water. Will not de- 
teriorate at ordinary operating tempera- 
tures. WINTER GRADE offers the additional 
advantage of not hardening or stiffening in 
cold weather. 


UNIVERSAL JOINT GREASES 





Application—Specta Heavy recommended 
for all types of automotive equipment under 
114-ton capacity. Heavy Duty is recom- 
mended for use on large trucks and trailers 
and on buses—where temperatures run 
higher and service is more severe. 

Both SpectaL Heavy and Heavy Duty 
resist the heat, pressure and churning action 
of wheel bearings without flowing into 
drums. PassU.S. Army Wheel Bearing Test. 


Description — High-viscosity oil andsodasoap. 
High melting point. Extremely adhesive. 
Will not emulsify. Low channeling test. 


WATER PUMP GREASE 





Application— Recuiar is recommended for 
general chassis lubrication of all automotive 
equipment. Extra HEavy is recommended 
for general chassis lubrication of automotive 
equipment where abnormally high atmos- 
pheric temperatures are encountered. 


Description—High-viscosity oil and lime 
soap. Outstanding adhesive and cohesive 
characteristics. Will not squeeze out under 
heavy shock loads. Excellent pumpability. 
Good corrosion resistance. Extra HEavy 
has the same characteristics as REGULAR, 
but resists higher at mospheric temperatures. 


PRESSURE SYSTEM GREASE 





Application— Heavy is recommended for all 
types of automotive equipment under 1'4- 
ton capacity. SpeciaL Heavy is for use on 
large trucks and buses where temperatures 
run higher and service is more severe than 
on lighter equipment. 


Description—High-viscosity oil and soda 
soap. High melting point. Extremely adhe- 
sive. Will not emulsify. Low channeling test. 


Application 


lubrication 


Recommended for water pump 


Description — Medium-viscosity oil and lime 
soap. Will not emulsify in hot or cold water. 
Resists washing-action of water. Will not 
deteriorate at operating temperatures. 


Application—For use as a general chassis 
lubricant in passenger cars and heavy duty 
trucks. Recommended for application to 
cams, shoe anchor pins, wearing plates and 
auxiliary parts of the braking mechanism. 


Description— Heavy-bodied, high-viscosity 
oil and lime soap. Superior wetting quality 
and adhesiveness. Good corrosion resistance. 


Stable. Free-flowing. High load -carrying. 


Give your customers quality greases, from one of the most complete lines in 
the industry, and you build a profitable business. Your Sun Representative or 
the Wholesale Manager in any of the offices listed below will give you complete 
technical data, prices and delivery information. 


Boston—HU bbard 2-7765 
Cuicaco—HArrison 7-2562 
CINCINNATI—GArfield 3930 
CLEVELAND— VU lIcan 3-6100 


DALLAS—PR ospect 1611 
Detrroir— WOodward 1-7240 
JACKSONVILLE—Jacksonville 3-0941 
MONTREAL— WI IIbank 2131 


SUN OIL COMPANY 


New Yorx Crry—LE xington 2-9200 
PHILADELPHIA — KI ngsley 6-1600 
PirTsBURGH—GR ant 1-1645 
Torontro—GLadstone 3581 


PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 








